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HOUSEHOLD FURNITURE 
LOSS COMPLICATIONS 


Brokers Broadening Coverage to iIn- 
clude Property of Guests, Servants 
and Family Members 


WHERE IT ALL WILL LEAD 


Right of Guests’ or Servants’ Recovery 
Beyond Question—How Co- 
Insurance Works 


It is a growing fashion among many 
agents and brokers to include in their 
household furniture forms the follow- 
ing—or similar—phraseology, “belong- 
ing to the assured or any member of 
the family, guests and servants.” This 
is evidently done with the thought that 
the broader cover is a better contract 
for their clients and, therefore, advan- 
tageous, whereas it is in fact likely to 
prove adventitious instead. 

A Two-Edged Sword 


Like many of the departures from 
cld fashioned practices this may easily 
prove to be a two-edged sword, and 
wken fire occurs conditions are likely 
to arise which will provide a source of 
embarrassment and loss to the intend- 
ed assured rather than otherwise. Were 
it optional with the host or the master 
whether he should hold himself liable 
to: fire loss to property of his guests 
or servants then this broad coverage 
right be of value to him, but unfortu- 
nately the use of the above language 
gives to any guest or servant, or all of 
tnem, happening to have personal pro- 
perty within the insured premises at 
the time of fire, a valid and legal claim 
for loss thereto. 

This principle of law has been well 
established by a number of adjudica- 
tions, among the best known being the 
Utica Canning Company vs. Home In- 
surance Co., tried in the Appellate 
Court of New York State and reported 
in 38 Insurance Law Journal 813, and 
Johnson vs. Abresch tried in the Wis- 
consin Supreme Court and reported in 
38 Insurance Law Journal 203. In this 
latter case there was not sufficient in- 
surance to cover the loss of both par- 
ties, and it was held that each could 
recover “in such proportion as the 
value of the property of each bears to 
the whole amount paid.” 

Right of Recovery Beyond Question 

The learned court might conceiv- 
ably alter its judgment as to the pro- 
portion recoverable by guest or servant 
under certain conditions, but the right 
of recovery is beyond question. 

In order to see how this may work 
cut at the time of fire, let it be sup- 

(Continued on page 12.) 
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HOW LIFE COMPANIES 
AID THE FARMER 


Life Presidents’ Data Shows Compa- 
nies Own $100,000,000 More Farm 
ee Than Banks 


W. D. WYMAN ANALYZES FIGURES 


Annual Convention of Head Executives 
at Astor Discusses Growth of 
Rural Credits 
While the assets of American life in 
surance companies have doubled in the 
last ten years the amount loaned by 
them on real estate mortgages has in 
creased more than two and a half 
times Of these mortgages $655,000.- 

0UC are farm mortgages. The life in 
ance companies are the greatest 
ers Of farm mortgages in the 
States, holding £100,000,000 more 
the banks of the country, both 
mercial and savings 
This was the keynote of the opening 
day’s session of the ninth annual con- 
vention of the Association of Life In 
surance Presidents held at the Hotel 
Astor on Thursday of this week. Wil 
liam D. Wyman, president of the Berk- 
ire Life, was chairman The general 
subject under discussion was ‘Policy 
Reserve Investments in Relation 
Economic Progress.” William 
erick Dix, secretary of the Mutual 
discussed “The Relation of Life 
ance Investments to City 
rent ‘ lation of th l 
lts Securities to Land Values,” was 
topic of a paper read by Fairfax 
rmson, president 
road 
Statistics Never Gathered Before 
For -veral months the Associat 
surance Presidents has beer 
ngaged in obtaining 
distribution of tl 
nsurance compan 
the results 


ributed 


while the balance of J 

. or 1.73 per cent., we invested in 
estate securities of ‘= coun- 

s, chiefly in Canada. “As the value 
farm lands and improvements, ac- 
cording to estimates of the United 
States Census Bureau, is only a little 
over 30 per cent. of the total value of 
all real property in this country, it ap- 
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pears that life insurance companies the enormous sum of $598,000,000 loaned on real 
have shown a marked preference for estate other than farms in the Middle At- 


farm loans as compared with city and 
village loans,” said Mr. Wyman. 

One hundred and twenty-six of the 
companies reported to the association 
their farm mortgages by States. These 
companies hold about 97 per cent. of 
afl such loans made by American life 
insurance companies. Their’ figures 
are of interest as showing a preference 
for farm loans in sections of the coun 
try where farming has achieved its 
highest development, and supplies of 
local capital are comparatively limited 
Out of the total of about $646,000,000 
ct farm loans, only $104,000 are in the 
New England States, and $827,000 in 
the Middle Atlantic States, while there 
are $284,000,000 in the Northwestern 
group; $187,000,000 in the Southwest 
ern; $117,000,000 in the Central North 
ern; $20,000,000 in the Gulf and Mis 
sissippi Valley; $20,000,000 in the South 
Atlantic, and $16,000,000 in the Pacific 
group of States. “That these holdings 
of farm mortgages, by life insurance 
companies, in the various groups of 


States have little relation to tlie 
amount of all farm mortgages outstaud 
ing,” continued Mr. Wyman, “is shown 
by United States Census figures to 


1910, which indicate that the total farm 
mortgages in New England and the 
Middle Atlantic States, where life in 
surance companies have loaned less 
than $1,000,000, are nearly two and a 
half times as great as they are in the 
South Atlantic and lower 
Valley States, where the Jife insurance 
companies have loaned over $41,000 
060. These discrepancies between total 
farm mortgages and the amount ol 
farm loans made by life insurance com 
penies are undoubtedly accounted for 
by economic factors, chief among which 
is the relative supply of home capita! 
such as is afforded in the New England 
States by savings banks and by private 
investors.” 


The Great Corn Belt 


Mr. Wyman 
mceney which has 


Mississip| 


called attention to the 
been Joaned in the 
“Great Corn Belt,” where farm values 
average the highest. In the Northwest 
ern group, the farm mortgages held by 
life insurance companies at the end o! 
1:14 amounted to 64 per cent. of the 
total farm loans reported for these 
States by the United States Census 
Fureau in 1910; in the Southwester: 
group they amounted to 59 per cent.; 
in the Central Northern to 25 per cent 


Ji Summing up Mr. Wyman said 











lantic States, is a little less than 2 per cent. 
the city and village property values of 
rese States. So, when we learn from the 
same tabulation that life insurance companies 
ave loaned on farms in the Northwestern 
group of States over 3 1-3 per cent. of total 
tarm values, and in the Southwestern group 
yt States nearly 234 per cent. of farm values, 
we are impressed with the notion that life 
surance companies have distributed their 
funds in accord with economic law and with 
fair regard for the needs of all classes. In 
further support of this proposition we learn 
so that on total farm values throughout the 
ited States, life insurance companies have 
ed 1.86 per cent., while on total city and 
ige values they have loaned but 1.26 per 
These figures seem to prove that so far 
least as life insurance companies are con- 
rned, farmers have obtained more in pro 
i to the security they have to offer 
city and village folks have been able to 
their real estate holdings. 

There are other points of interest in these 
lations to which reference might well be 

. but I must hasten on to conclusion. 








Interest Rate 


are hearing much to-day of the Rural 
problem and are being told that farm 
ome sections of the country are often 
llec y exorbitant interest rates. If 

s be true, we must look for its cause out 
3 rates which life insurance con 
nies are receiving upon their farm mort 
re investments, hecavse we find the aver 
rate on all our farm to be but 
This is indeed, surprising when 
loans average, with com 
making such loans, 

$2,500 each, while the city and _ village 
ns of companies chiefly engaged in making 





z loans 
33 per cent. 
learn that farm 
ies chiefly engaged in 


loans average $75,000 each, and yield ar 
erage interest return of 5.13 per cent. 
Referring now to the table which gives us 


e interest rates by groups, we 
rs of farms have to pay a 


ite f interest tha do borrowers on 
kinds of real estate in the same com 
ies Vith but one exception. however 
Pacific group of States—the difference is 
jlerablv less tha e per cent Farn 


s in New England are on 
loans in the Central Northern States. In 
Northwestern group, where the most life 
nsurance money has been loaned upon farms, 
re ‘is a difference of only about one-tent! 
ye per cent. between farm loans and city 
ins 
Looking over the comparison of interest 
te States, we are impressed with the 
that it is the sparsely settled 
1 States which have to pay the high 
»st rates, and it is the closely 
t organized localities which are able to 








ig 

ht the est rates. This uc 
rd with economic law, and seems to predict 
time when with growth of nopulation and 





further stabilizing of land values bor 
rowers in this covntry will be able to obtain 
nterest rates quite as favorable as_ those 
h prevail in the densely populated Euro 


pea countries 


African Life Jottings prints 

A Story the following story showing 

From. that there are no geographi- 

Africa cal distinctions in good life 
insurance argument: 

\ prosperous young business man in 

Tohannesburg was examined for a pol- 

icy several years ago. He passed the 
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PATRIOTIC AND PROFITABLE 


Two Adjectives Which Should Deter- 
mine Insurance Company Invest- 
ments, Says R. R. President 


“The insurance company which re- 
cognizes the not unreasonable expecta- 
tion of its policyholders that a fair pro- 
portion of its reserve shall be invested 
in the locality where its premiums are 
collected, and in pursuance of such a 
policy becomes the owner of farm mort- 
gages and so is directly interested in 
acricultural land values, such an insur- 
ance company thereby becomes imme- 
diately and locally and vitally interest- 
ec in adequate transportation facilities 
as a large factor in stabilizing the 
value of the land on which its invest 
ment rests for security,” said President 
Fairfax Harrison, of the Southern Rail- 
way, in a talk before the Association of 
Life Insurance Presidents this week. 
His topic was “Relation of the Railroad 
and Its Securities to Land Values.” 

Continuing, he said: “Being interest- 
ed, it is part of a sound policy of local 
cevelopment of such an_ insurance 
company, like that of any interested 
individual, to invest a fair proportion 
of its reserve also in the securities of 
the railroads which are developing and 
improving their facilities in, or in re- 
lation to, the territory in which their 
mortgages are secured. Indeed, one 
who takes a large view of the question 
of the investment of trust funds and 
holds fast to a determination that such 


INSURING THE SOIL 


Assistant Secretary of Agriculture, 
Carl Vrooman, Addresses Life In- 
surance Presidents’ Association 


“Our insurance business is the busi- 
ness of seeing to it that the present 
generation gets the most out of the 
land without robbing posterity; in 
other words, our business is insuring 
tke soil,” said Carl Vrooman, assistant 
secretary of the Department of Agri- 
culture in a talk before the Association 
of Life Insurance Presidents this 
week. Continuing he said: 

“We are working for the farmer, and 
not for the farmer against other in- 
terests that are legitimate; rather for 
the farmer that we may at the same 
time help the consumer, the banks, the 
railroads, and even the unpopular mid- 
diemen, insofar as the interests and 
individuals are performing useful so- 
cial functions for a just return. We 
are working for every legitimate inter- 
est connected with the agriculture of 
the country, and we must realize that 
no one of these interests can adequate- 
ly and permanently be taken care of 
unless all other legitimate interests 
are cared for in like measure.” 


FLUCTUATING LAPSE RATIO 
With Modern Woodmen of America it 
Amounted To 218.65 in 1890, 
58.43 in 1898 


The fluctuation in the lapse ratio of 
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individuality at its full value. 








U The president of this Company is W. T. Crawrorp ; 
Lioyp, M. D.; Superintendent of Agencies, W. M. Lrxpsey, all of Shreveport, La. 


Solicitors are like gizzards, no good without grit. How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where vou can find a future worth considering ? When y ; 
you have always traveled in, and look out into the w 1 
spring of success, but a mainspring has no force unless y 
have ambition enough to desire a better 


ou climb to the top of the rut 
ide world, you Jack grit to make the first step, don’t you? Ambition is the main- 
ore you wind it up. Grit is the key with which you can do the winding. Jf you 
position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. 
good position in a state where only eleven companies wrote as much as a million each last year; w 
behind every bush, and the first wail of a new born infant is not “hard times.” \ 
amount of ability you can obtain a 
mean the realization of all your dreams. 


here a competitor does not lurk 
" If you have the grit to make a change and a reasonable 
connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
Vice-President and General Manager, Tuomas P. 


You can secure a 
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THE NORTHWESTERN DECISION 
CANNOT RECOVER FROM STATE 


Wisconsin Supreme Court’s Opinion in 
$1,000,000 License Fees and Inter- 
est Payments 


(By telegraph to The Easteoon Underwriter) 


Madison, Wis., Dec. 8.—The North- 
western Mutual Life Insurance Com- 
pany of Milwaukee on Tuesday lost its 
case in the Wisconsin Supreme Court 
brought against the State of Wiscon- 
sin to recover more than $1,000,000 
license fees and interest alleged to 
have been paid by it to the State under 
an unconstitutional law. The Supreme 
Court ordered the complaint dismissed. 

Will 

The Company is expected to appeal 
from the decision of the Wisconsin 
court to the United States Supreme 
Ccurt at Washington. The Northwest- 
ern, which has for years been unsuc- 
cessfully appealing to the legislature 
for a substantial reduction for its 
license fee taxes, brought suit in 1913 
ii. the Wisconsin Supreme Court to re- 
cover license fees paid in the years 
1911 and 1912, amounting with interest 
thereon to more than $1,000,000. The 
Company’s contentions were that the 
license fee statute was unconstitution- 
al as denying the Company equal pro- 
tection of the laws and imposing a bur- 
den on interstate commerce. 

The Company claimed discrimina- 
tion. The grounds upon which the Com- 
pany claimed that the statutes violated 


Probably Appeal 


the equal protection clauses of the 
State constitution and of the four- 


teenth amendment of the Federal Con- 
stitution were, first, that the law un- 
justly discriminated against the plain- 
tiff company taxed at about $500,000 
a year and in favor of foreign insur- 
ance companies of the same character 
taxed only $300 a year; second, that 
the law is an unconstitutional discrim- 
ination against the plaintiff company 
and in favor of fraternal societies con- 
ducting an insurance business exempt 
from license fee taxation, and, third, 
that the law invalidly discriminates 
against the plaintiff company and in 
favor of assessment insurance compa- 
nies, domestic and foreign, taxed only 
$200 a year. 


Sustains Contention of State 


The Supreme Court squarely over- 
rules the contention of the Company 
ard sustained the contention of the 
State upon all of these points. 

The Court says: “The question is 
by no means an easy one. The princi- 
pal distinction urged by the State and 
adopted by the Court as supporting the 
classification and different treatment 


of domestic and foreign insurance com- 
panies is the fact that the law treats 
the license fee as not only an occupa- 
tion tax, but at exaction in lieu of per- 
sonal property taxation, and that, while 
domestic companies have hundreds of 
millions of dollars of personal property 
subject to taxation within the State, 
the personal property of foreign com- 
panies is subject to taxation and is 
presumably taxed in the State of their 
domicile.” This difference “is certain- 
ly a very real one, germane to the sub- 
ject of license fee taxation, and it 
plainly suggests if it does not indeed 
demand, some substantial difference of 
treatment in the matter of the amount 
of the fee exacted.” 


The Court says: “We are unable to 
say that the State has not acted with- 
im the bounds of reason in fixing the 
license fee in the present case. It 
seems quite certain that a personal 
property tax would have exacted far 
larger contributions from the plaintiff 
to the public revenues than the license 
fee provided by this law.” Remark- 
irg the Company’s contention of unjust 
discrimination as between it and fra- 
ternal societies the Court said: ‘That 
there is much difference of condition 
between the great level premium com- 
pany with its great reserve and the or- 
dinary fraternal benefit association 
cannot be questioned. 


“That the differences are such as to 
justify classification and difference of 
treatment so far as license taxation is 
concerned, it seems to us quite evident. 
The level premium company is purely 
a business concern. The true frater- 
nal benefit association is a banding to- 
gether of many groups of neighbors 
and primarily for social purposes, but 
vith a further idea of rendering mu- 
tual help in misfortune, sickness or 
death and inculcating the principles of 
brotherhood among the members. Such 
associations have no great expense 
account: they conduct the insurance 
feature of their organization at com- 
paratively small cost and they have 
no immense volume of reserve funds. 
Probably the last is their most marked 
differentiating characteristic.” 


The alleged discrimination against 
the plaintiff company and in favor of 
assessment insurance companies is dis- 
pesed of by the court by pointing out 
the difference in the manner of doing 
business and the greater degree of se- 
curity afforded by old line insurance 
as compared with assessment insur- 
ance. 

This was an action brought by the 
Northwestern Mutual Life to recover 
from the State the aggregate sum of 
$987,836.45 paid by it under protest as 
taxes for the privilege of doing busi- 
ness in Wisconsin for the years 1912 
and 1913, the amounts paid being $492,- 
193.13 on February 29, 1912, and $505,- 
643.22. The Northwestern has still 
another action pending, which has not 
been argued, to recover the protested 
taxes paid in 1914 and 1915 respective- 
ly, aggregating $1,089,778.41. 


NEW CONTRACT MAY PAY 
$11,300 ON $5,000 POLICY 


ISSUED 





BY PACIFIC MUTUAL 





Additional Accidental Total Benefits 
Loss in Company's 20 Payment 
Life Contract 





The Pacific Mutual Life is issuing 
on annual dividend 20 Payment life 
ccntract with a rider providing for the 


The tables below are based on a policy the proceeds of which 


ond, $5,000 under another provision, 
and, third, an indemnity amounting to 
25 a week for fifty-two weeks under the 
accident disability benefit—the three 
benefits aggregating $11,300, and all 
being obtained under what is basically 
a 20 Payment Life Policy in the amount 
of $5,000. 


Explanation of Tables 


The tables printed herewith are 
based on a policy the proceeds of which 
are $1,000, and will apply pro rata to 
the policy. The table is explained as 
follows: 


and will apply pro rata to this Policy. a a 
TABLE A ' J 
Limited Instalments (Certain) a Instalments (2 Cotas aa a Life Thereafter) 
s Age o of 
Number Amount of Beneficiary Amount of mS y Amount of 
of rach Annual at Death of Each Annual at Death of Each Annual 
Instalments Instalment Insured Instalment Insured Instalment 
2 $507.30 ro and under $29.52 4! : $50.54 
3 343-23 11 39.70 42 $1.17 
4 261.19 12 39.88 4 51 80 
5 211.99 13 40.08 44 $2.45 
6 79.22 14 40.28 45 53.12 
z 155 83 15 40.49 at 53.8 
138.31 16 40.71 47 54.49 
) 124.69 17 40.94 48 55.19 
I 113.82 18 41.18 49 55.89 
1! 104.93 19 41.42 56.60 
12 07.54 20 41.68 57.20 
3 91.29 21 41.95 57.98 
4 85.95 22 42.24 58.66 
5 81.33 2 42.53 4 59.32 
6 77-29 24 42.84 59.96 
7 73.74 25 43.16 6 60.58 
8 70.59 26 43.49 7 61.16 
) 67.78 27 43.84 8 61.72 
2 65.26 28 44.20 59 62 23 
2 62.98 29 44.58 & 62.7 
22 60.92 30 44.98 61 63.1 
23 59 4 1 45.30 62 63.54 
24 57.33 2 45.82 6 63.89 
as 55.76 46.27 64 64.20 
2 54.31 4 40.73 65 64.45 
27 52.98 5 47.22 66 64.67 
2 51.74 16 47:73 67 64.85 
29 30.60 37 48.25 68 64.98 
, 49.523 38 48.790 69 65.00 
39 49.36 70 65.16 
40 49.94 and over 
TABLE (¢ 
5 Special Plan—Limited Instalments (Certai First Instalment ) 
Number of Instalments after the First......... 9 14 1c 2 
Amount of Each Instalment after the First.... $109.17 $75.25 $50. 34 eae 


payment of additional accident and 
sickness indemnities on a weekly pay- 
ment basis, and, also, for the payment 
o:; an additional accidental total loss 
benefit equal to the amount of the natu- 
ral death benefit under the life insur- 
ance contract in the event of the in- 
sured, as the result of an accident, 
either losing the sight of both eyes or 
having two hands, two feet or a hand 
and foot amputated, or dying as the re- 
sult of accidental bodily injuries. 
These new accident and sickness ben- 
efits, when combined with the compa- 
ny’s permanent total disability benefit, 
provide under a life insurance contract 
unusually complete personal protection. 


Can Collect Several Benefits 

The payment under one benefit does 
not necessarily estop the policyholder 
from obtaining compensation under 
ether benefits. For illustration: Should 
the insured lose the sight of both eyes 
as the result of an accident, he would 
be entitled under the specimen contract 
to receive, first, $5,000 in annual in- 
ccme of $500 for ten years under the 
permanent total disability benefit, sec- 


Table A. If payment is made in 20 
anual instalments, the amount of each 
instalment will be $65.26 for each $1.,- 
000 of insurance. 

Table B. If at the death of the insur- 
ed the beneficiary is 30 years of age 
(at last birthday), the amount of each 
annual instalment will be $44.98 for 
each $1,000 of insurance, and will be 
payable during the entire lifetime of 
the beneficiary; but if the beneficiary 
should die before 20 instalments have 
been paid, the remainder of the 20 in- 
stalments will be commuted and paid 
ii one sum to the executors, adminis- 
trators or assigns of the beneficiary. 

Table C. If payment is made in 20 an- 
nual instalments, the amount of the 
first will be $150 and the amount of 
each subsequent instalment (19) will 
be $59.34 for each $1,000 of insurance. 

Note.—To obtain the amount of semi- 
annual, quarter-annual or monthly in- 
stalments, multiply the amount of the 
annual instalments shown in the tables 
by the decimal .5037 for semi-annual 
payments, .2528 for quarter-annual pay- 
ments or .0845 for monthly payments. 
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CO-OPERATIVE FARM LOANS 


SUGGESTION OF C. G. TAYLOR, JR. 








Highly Organized Market for Rural 
Credits—Big Operations and Low 
Operating Costs 


An organization directly under the 
control of the life insurance companies, 
or an organization commanding the 
complete respect and confidence of the 
companies, for the handling of farm 
loans from the initiation of the applica- 
tion to the completion of the last de- 
tails of the loan, was a plan suggested 


this week by Charles G. Taylor, Jr., 
vice-president and actuary of the At- 
lantic Life Insurance Co., of Rich- 
mond, before the Life Presidents’ con- 
vention. He thinks that such an or- 
ganization, in which the investor could 
have absolute faith, and yet one 
which would be in direct touch with 
the borrowers, would eliminate the in- 


termediary costs and consider the bor- 


rcwers’ interests carefully. Withour 
some such organization present diffi- 
culties in the rural credit situation will 
continue. 

Farmers Too Far Away From Money 


Market 
Before making this suggestion in his 
paper Mr. Taylor had pointed out the 
necessity of “Getting Closer to the 
Farmer.” In answer to the question 
why farmers’ interest rate, in good 
i 50, 75 or 100 per cent. 
» than the rate paid by the railroad, 


lecalities, is 


the merchant, the manufacturer or the 
irmer in another State, he gave as 
e primary reason the absence of a 
highly organized market for the sale 
o farm secured obligations, or an or- 
ganization so developed as to bring the 
farmer and lender together without 
nnecessary and wasteful effort. 
“Why should not the same genius, 


ponsible for the creation of the mar- 
organizations gathering in life 
premiums of from five cents a week to 
thousands of dollars a year be able to 
perfect an organization which will per- 





mit the investment of a portion of the 
result funds so as to solve a great 
nati problem and benefit a large 
ortion of our population?” he asked. 
‘A large number of loans might be 


f within a comparatively 
ime if presented by an organiza- 
his character, having the com- 
idence of the board, thus ren- 
deri innecessary time-consuming at- 
details that would otherwise 
observed 
Calls Upon Association 

‘Big operations and low operating 

modern business watchword. 
he amount of investment necessary 


tention to 


ve to be 


( s’ is a 


to accomplish the purpose in question 
should be too great for any one com- 
pal why should not this association, 


undertake to work out 

plan by which life 

funds may be loaned to farm- 

ers on terms of payment suited to their 

needs, at a fair rate of interest and at 
inimum of expense?” 


lopment of a 


one like it, 
me co-operative 


nsurance 


nation-wide 








y zation for handling farm loans 

ild n ately stimulate public 

ifidence in such investments and 

a ready market therefor. Again, 

ng the farmer a reasonably long 

or the payment of his loan, and 

tiring an annual curtail maturing at 

riods best suited to local conditions, 

yunt would be made sufficiently 

l ] en in stringent times, to sat- 

i e demands of a life insurance 

co When financed in this 

inner, it weuld be an easy matter 

f the farmer, if pressed for funds 

1 ayments mature, to secure 

illy temporary accommodation to 

ible him to meet maturing payments. 
Southern Situation 

liscussing Southern conditions, 

M Taylor said that the cotton pro- 

lueer for his 1915 crop will realize at 

12 cents per pound for cotton and $30 


for seed, about $50 per bale, on short 
staple and $80 per bale on long staple. 
Continuing he said in part: 
Cotton in 15 furnished only 





one-third of 


the total value of Southern farm products. We 
do not want the farmer to abandon cotton, 
or too greatly to restrict his acreage, for cot- 
ton is too valuable (or at least has been un- 
til the past year) in settling our foreign bal- 
ances and too necessary to the 
fare. The world has found no substitute for 
it. Too great deduction would by the con- 
sequent rise in price bring world wide suffer- 
the classes least able to stand an 


world’s wel- 


ing among 
increase in the price of a necessity. We do 
not want the farmer to diversify to the ex- 


tent of being independent of cotton, of rais- 
ing his own supplies, and being thus able to 
market his crop when the market gives a fair 
profit, or to hold it when the market does not 
give a fair profit) That the farmer is re- 
sponding to the suggestions of agricultural ex- 
perts is indicated by the figures above quoted, 
by the development of stock raising in Missis- 








sippi, by the statement recently made that 
$500,000 had been spent in Alabama this year 
for high-grade breeding stock, and by other 
like illustrations too numerous to mention. 
WHOLE FAMILY PROTECTION 
Commissioners’ Convention Lays 
Matter Over For Consideration of 


April Convention 

committee of the Na- 
Insurance Com- 
week that it 


The executive 
tional Conference of 
missioners reported this 
has considered the matter of Whole 
Family Protection by Fraternals, and 
recommended that it be laid over for 
consideration at the April meeting of 
this convention, and “it recommends to 
all departments that no action be taken 
in reference thereto until the matter 
has been fully considered, and its limi- 
tations prescribed by this convention 
and that pending such consideration all 
legislation in regard there to be op- 
posed.” 


NEW ENDOWMENT POLICY RULE 

Hereafter all Endowment Policies of 
the New York Life running thirty 
years or longer, will be issued on the 
new Accelerative Endowment form 
With all the benefits and conditions 
contained in that form. This rule ap- 
plies to all applications for 30-year, 35- 
year, 40-year and longer-term Endow- 
ments. 

Form of Policy.— 
hereafter to be issued 
tions for 30, 35 and 40-year Endow- 
ments will be precisely the same as 
the new Accelerative Endowment form 
and will be issued 

(a) With three-year guarantees; 
two years’ suicide clause; incon 
testability after two years. 

(b) With Double Indemnity and 
Disability Benefits, where the 
rating of the risk and the occu- 
pation permit such benefits. 

(c) With the Accelerative Endow- 

ment Option. 

form heretofore used for 30- 
35-year and 40-year Endowments 
by the Accelerative En- 


The form of policy 
on all applica- 


The 
year, 
is superseded 
dcewment form. 





“HOLMES RUN” INAUGURATED 
New York Travelers Agents Plan Spe- 
cial Production to Beat Chicago 


Office in Contest 


E. J. Sisley, president of the Travel- 
ers Agents’ Association of the New 
York office, proposed at the dinner of 
the association last week that the 
agents of the New York office make a 
drive for accident and health business 
from December 1-24 and call the drive 
“Holmes Run” in honor and apprecia- 
tion of Earles F. Holmes, manager of 
the New York office. The proposal met 
with immediate acceptance and the 
agents have responded to this as to no 
other special drive, writing over $18, 
000 in premiums during the first nine 


days. The nominal production of the 
New York office is about $3,000 per 
week. 


The Travelers is now running a han- 
dicap contest for increased production 
of accident and health business all over 
the country in which the Chicago office 
has led and the object of the “Holmes 
Run” is to put the New York office in 
first place in this contest. To do this, 
it must write $2 in premiums during 
December to every $1 written by the 
Chicago office. 


CERTIFICATES OF DEPOSIT 


Shall They Be Considered An Admitted 
Asset of Insurance Companies?— 

Dunbar Resolution 
Insurance Commissioners’ 


At the 


convention this week, Commissioner 
Denbar, of Tennessee, introduced the 
following resolution which was _ re- 


ferred to a committee: 

Resolved, that the Committee on As- 
sets of Insurance Companies be re- 
quested to inquire into investments of 
insurance companies in regard to real 
estate and report back to the com- 
missioners, 

And further, 
ccmmittee be 
whether bank certificates of deposit 
held by insurance companies should 
be considered an admitted asset of an 
insurance company and report informa- 
tion back to this convention. 


the same 
consider 


moved that 
requested to 


PRUDENTIAL DIRECTORS 
At the first annual meeting of pol- 
icyholders of The Prudential Insurance 
Company of America the following 
were selected as directors: 
Theo. C. E. Blanchard, Edward Kan- 


ouse, Forrest F. Dryden, William T. 
Carter, Anthony R. Kuser, Wilbur S. 
Johnson, Richard VY. Lindabury, John 


Magie, Bennet Van 
Edward Gray, 
Alexan- 


K. Gore, William J. 
Syckel, Gilbert Collins, 
Edward D. Duffield, James S. 
der and Howard Bayne. 


ACTUARIAL PRINCIPLES 

The first of the series of five lec- 
tures on life insurance was given a few 
days ago before the Insurance Institute 
ot Hartford by H. A. Hopf, of the 
Phoenix Mutual Life, speaking on the 
subject: “Actuarial Principles of Life 
Underwriters.” 





GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








Royal Life Insurance Company 


ALFRED CLOVER, President 


Industrial and Ordinary Policies 





Special confidential contracts for Superintendents, Assistant 
Superintendents and Agents in Indiana, Illinois, 
fowa, Kansas, Kentucky, Michigan, Min- 
nesota, Ohio, and Wisconsin 


Now Organizing a Health and Accident Department 


Head Office 
108 S. La Salle Street, Chicago 








Life Insurance and Texas 





States. 





Texas has more than four million people, made up of 
home grown population and the best selections from other 
I They are a progressive people and they are buying 
life insucance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men tc tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


Address— 


DALLAS, TEXAS 











Pensions for Individuals 


Pensions for Superannuated Em- 
ployees of Business Institutions 


Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 


ful, rapidly growing field 


The Pension 


Mutual Life Insurance Company 


PITTSBURGH, PA. 
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REAL BUILDERS 


LIFE 


OF CITIES 


INVESTMENTS 





COMPANY 


Secretary Dix, of Mutual Life, Explains 
Municipal Developments Relation 
to Insurance Loans 


As a developer of high class real 
estate through the use of the mortgage, 
the life insurance company stands pre- 
eminent. The large life insurance com- 
panies and savings banks are the real 
city builders, for it is they who make 
possible the monumental buildings ot 
which American cities are so proud. 
Just what rules govern a great life in- 
surance company in making large loans 
were outlined at the Life Presidents’ 
convention by William Frederick Dix, 
secretary of the Mutual Life. Some 
points he made follow: 

“So far as developing American cities 
is concerned, our influence is all to- 
ward conservatism. Speaking for our 
own company, we do not, for instance, 
make any farm or suburban loans or 
upon any property where the continu- 
ance and success of the business itself 
vhich is housed by the property has 
anything to do with the investment; 
that is to say, we would not loan upon 
a large factory with small land value 
er where the building is adapted only 
to the kind of business that it is hous- 
ing, for the reason that, if the business 
snould not succeed, we would not care 
to be in a position where we would 
have to take over its management. We 
avoid what we call top-heavy loans, 
basing our judgment as to the desira- 
bility of the loan to us largely on the 
ground value and we confine our loans 
to the larger cities where real estate 
values are more permanently establish- 
ed. As this general system of conser- 
vatism is followed by many of the large 
insurance companies in this country, 
the effect of the investing of life insur- 
ance funds upon city development 
therefore is one of conservatism. 

Gives Confidence to Real Estate 

Investor 

“The real estate investor has the sat- 
isfaction of feeling, when he secures 
his loan, that his judgment is backed 
up by the experience and expert knowl- 
edge of the lending institution, which, 
when it lends its money on his prop- 
erty, becomes, in a way, its backer and 
foster parent. It becomes a sort of 
mentor and guide, an authority on real 
estate, and the owner and developer 
receives the benefit of its advice. 

“The speculative builder, the factory 
promoter, the speculator jin suburban 
real estate, do not apply to the large 
life insurance companies for funds, but, 
on the contrary, the builders of sub- 
stantial business houses, located in 
what might be called the backbone of 


the city’s commercial activity, turn at 
once to them and a large percentage 
of the most substantial buildings in 


America have been erected by the aid 
of the accumulated funds of the great 
life insurance institutions.” 

Guards Against “Boomers” 

In loaning outside of New York a 
company must always beware of ficti- 
tious land values brought into existence 
by that clever system of city booming 
now prevalent. Local appraisers some- 
times with perfect honesty quote land 
values far greater than they should be 
—not greater than they appear to be at 
the time of appraisal, but greater than 
they should be. If, by a lot of enthu- 
siasm, city slogans and a newly awak- 
ened city pride—combined with an eye 
to the profits—you can get enough men 
in a city to believe that land is going 
to rapidly increase in value, a series 


of sales will follow which seems to 
fulfil this hope. So a temporary, in- 
fl.ted market value is established 


which bears no true relationship to per- 
menent value. In this case natural 
American optimism is often an element 
of danger for, while the boom is in pro- 
gress, it is only those of broad vision 
and cool judgment who can discount 
the natural and often perfectly honest 
local enthusiasm. So the lending insti- 


tution becomes, in a case like this, a 
heavy balance wheel. 
New York City Situation 
In discussing the situation in 
York City, Mr. Dix said: 


A general decline in value in American cities 
would dangerously reduce the equity above the 
mortgage in many cases, and in order that we, 
the insurance company, which is limited by 
law to loan only up to two-thirds of the prop- 
erty value, may be sure of that margin, we 
would be forced to demand teat many of our 
mortgage loans be reduced. It is natural that 
the mortgagor should’ think it hard that, just 
at a time when, by reason of unfavorable busi- 
ness conditions, it is most difficult for him 
to obtain financial help from other sources, he 
should be required to make a payment on ac- 
count of his mortgage or to pay an increased 
rate of interest. he problem of the relation- 
ship between mortgagor and mortgagee has 
therefore been recently a wfficult one in cer- 


tain cities. 

Unquestionably the condition of New York 
City real estate, as a whole is now, and has 
been for a year or more, puzzling. Just why 
values have so shrunken is difficult to explain. 
The system of steadily increasing the assess- 
ment by our city fathers and the high taxes, 
the harassments and exactions of various city 
bureaus, the loss of confidence as to the 

values caused by the startling 


New 


stability of 
shrinkages that have taken place in the Broad- 


way wholesale district, for instance from Astor 
place southward, the Twenty-third street shop- 
ping district and in many residence quarters; 
the development of the suburbs made possible 
by modern systems of transportation and com- 
munication—all these causes have contributed. 


And so, as a result, we, the investors in 
mortgages, who must not be caught napping, 
have had to make the difficulties in the busi- 
ness world more difficult by making what nat 
urally seem exacting and unreasonable de 
mands for loan reductions. We would like to 
be generous, but how would we be thanked 
for our generosity if, because of it, the rights 
of our policyholders were neglected and 
trust funds were impaired or depleted? 
are, primarily, the trusted custodians of 
red funds. Our first duty is there 


Rise in Values in Some Cities 
While, with the sudden and unexpected 
shrinkage in values in certain parts of this 
and other American cities, there has been a 
corresponding rise in others, the balance is not 
a true so far as the investor is concerned. 
f he is disquieted by the thought that, if 
have so suddenly dropped in one part 
» town, what is to prevent them, at any 
time in the future, from doing likewise in 


one 


instance, a owns $1 
of m mortgages in a 


rvatively 


company 
certain city upon property 
valued five years ago at $150, 
0,000 of $160,000,000, which real estate has now 
8 irunken in value to $100,000,000 or $120,000,000, 
inless it has kept pace with this shrinkage 
by constantly calling for payments on account, 


00,000,006 


it will find itself confronted with a situation 
where the equities above its mortgage have 
Imost vanished. Many foreclosures will then 
follow The company will be forced to buy 
in and manage the properties until a more 
favorable selling market appears, in the mean- 
time taking what interest it can get out of 
the rentals n order to avoid this unpleasant 
situation, the investing company must be alert 
to every change for better or for worse in the 
various city districts where its mortgages are 
and it must secure reductions from the principal 
of loans so that, in a falling market, it keeps 
its proportions of loan walec to market value 
constant. That is why recent history has caused 
us to he exceedingly wary, and why we are 
sometimes accused by real estate operators of 
working against them and against the best in- 


terests of the city. by 
the amount we will 
so quick to call for 
the slightest sign of 
estate market 


Artificial Inflation 
But the too optimistic mortgage 
contributing to an artificial inflation of 
estate values which is not of real benefit to 
anv city. Too much optimism on the part of 
a lender contributes to an artificial inflation 
of real estate because the selling value of 
many properties, especially new ones, is largely 
based upon the amount of mortgage they can 
command, for equity begins where mortgage 
leaves off, and the two combined form a basis 
for the asking price. Of course, the ultimate 
basis of real estate values is the rent-paying 
» willingly owns real estate except 
one purpose of collecting rents from 
it. do not, of course, refer to the home 
that is sentiment, not business. And 
capitalization of rents based upon the 
rate of interest is what, after all, in 
long run, forms the actual value of a 
property, the insurance company that lends 
upon improved real estate must take into con 
sideration the appropriateness of the business 
activities of the rent-payers to their neighbor 
hood, the appropriateness of the building that 
houses them, the trend of trade to or away 
from that neighborhood, the depreciation of the 
building, and the probable depreciation or ap 
preciation of the land. So the company that 
has a large amount of mortgages in a particu 
lar city is vitally interested in every phase of 
its civic life 


being so parsimonious in 
lend upon properties, and 
payment on account on 
weakness in the real 


lender is 
real 


oe instance, whether the first skyscraper 
was actually erected in Chicago or New York 
- get een the skyscraper fashion was un 
oubtedly highly developed in New York and 


— encouraged this form of building in cities 
all over the country, even where there was ab 
solutely no need for it. 

What was a necessity 

became a fad elsewhere. 
the owner of a small city lot to erect a tall 
building and have a vast rentable space is 
strong as is likewise the temptation to the 
office renter to move into the latest thing in 
office building in his town. 


on Manhattan Island 
The temptation of 





Industrial and Ordinary Insurance 


The WESTERN and SOUTHERN LIFE 


INSURANCE CO. 


Se SN biwecwse eos CINCINNATI, O. 

Organized February 23, 1888 W. J. WILLIAMS, President 
I cnc wie Gate tanbicrink dns ete. x eed Sw ako .$ 8,763,565 
SO ee re 79,619,535 

Branch offices in all the larger cities of Ohio, Kentucky, Indiana, West 


Virginia and Western Pennsylvania 


AGENTS WANTED 








REMEMBER 


The Texas Life Insurance Company 
OF WACO, TEXAS 
Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 














NINE MONTHS OF PROGRESS 


Our delivered business for the first nine months of 1915 was the largest 


of any nine months in the 64 years of our history. It didn’t “just happen.” 
The reason:—Popular policies, low net cost, good literature, unexcelled 
assets, ever-increasing prestige, intimate relations between Home Office 


and Field. 


We occasionally have an Agency opening 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 


Ask any Massachusetts Mutual representative! 














° . The 
You Wish To Be Paid Well Perfect Protection Policy 
for your efforts. Producers receive RELIANCE LIFE 
liberal compensation under the steieie eatin tical alee ai 
Direct Agency Contract pects. Gives you a chance to earn 
OF THE MANHATTAN LIFE _ lI ONES 
A top-notch renewal income as- orn eae ee 
sured for years to come. The 





Several pieces of excellent terri- 
tory, with exclusive rights, open og ee 


for men of character and ability. WRITE 
YOU MORE ABOUT Ol 





WILI 


Felt 


RSELV 


For particulars address 
THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 


Reliance Life Insurance Sennen 
of Pittsburgh 


FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 








E. P. MELSON 
WHAT IS OPPORTUNITY? President 
As arule something you create 
yourself, but working conditions 
helpa great deal. That ts where we 
can help—if you can deliver. One 
or two openings of importance now 
—but only for the right men. You 
may be the man. It’s your move 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN, President 
HOWARD S. SUTPHEN, Director of Agencies 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 





Home Office: ST. LOUIS, MO. 
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HOW CANADIANS VIEW TERM 


PROMINENT AGENTS IN DEBATE 


J. A. Johnson, Vancouver, Advocates 
Jail for Agent Who Deceives Client 
—Two Defenders of Term 
A sprightly debate over term insur- 
arce took place a short time ago at a 
meeting of the Life Underwriters’ As- 
sociation of Canada. Two of the speak- 
term; two were not. 

arguments follow: 


ers were against 


Experiences and 

J. A. Johnson, Vancouver: If a man 
wants term insurance give it to him. 
But I will tell you what one agent in 
Canada did with a man like that. After 
he had taken in his policy and got his 


check he indulged in a very hearty 
laugh. The man wanted to know what 
he was laughing at. “Why,” said the 
agent, “I am laughing at you.” “Why? 
What is the trouble?” “I am laughing 
at you because you are so foolish as 
to take that policy.” (But mind you, 
he had got the settlement before he 
said that.) Then he showed him the 
disadvantage of taking term insurance 


if he could afford to pay for the other, 


and walked out with an application 
for a changed policy right there, with 


the increase of premium. I believe, as 
I have said, in suiting the policy to the 
man’s requirement. But a man should 
be put in jail who sells a client a non- 
distributive policy or the tontine policy 


if the client does not understand thor- 
oughly what he is doing. With my 
thirty years’ experience, I have seen 
so many poor devils lose their divi- 
dends, and not only their cash values 
but loan values and death values, it 


seems to me an outrage in this present 
age of life insurance. In these hard 
times, when people are apt to take ad- 
vantage of automatic loans, when a 
man thinks he has a five-year dividend 
coming that would keep his policy in 
force, I tell you it is a sad spectacle 
t» see some poor old chap compelled to 
allow his policy to lapse simply be- 
cause he did not understand the true 
position. 

J. C. Stredder, Halifax: | never 
sold a term policy and never will. Not 
long ago a man who had a term policy 
wanted to know how much the com- 
pany would allow him if he changed it 
to another form. He had paid six years 


have 


on this term policy. And when I told 
him that he would not be allowed any- 
thing he would not listen to me any- 


more, but went away’ and took a policy 
in another company. 

Our policyholders talk with one 
another, and when they find their term 
policies do not compare with their 
neighbor’s policies they are dissatisfied. 


T. B. Parkinson: Any kind of insur- 
ance, term or anything else, is better 
than none at all. My company has two 
large agencies in this Dominion, and I 
think I can honestly that we 
change every year from term to some 
other plan as many dollars as we write 
of term insurance We do not sell 
term insurance as permanent insur- 
ance, but we do sell it to bridge a gap. 
Ii a man cannot buy anything else, 
and if he has other uses for his money 


say 


for twelve months or so, what is to 
hinder us selling him a term policy 
when we believe that in a year or two 
we shall change that to a twenty-pay 
life? We are not here to knock any 
policy of insurance, but to boost life 
insurance under old line policies. A 
term policy is good in its place, but 
only in its place. When a term policy 
is sold, it should not be sold as per- 


manent insurance, but sold for what it 
is. Mr. Ramsay’s paper is worthy the 
careful attention of every life insurance 
man in this room and worthy of being 
put into practice 

Mr. Collins, Hamilton: I agree with 
Mr. Parkinson. Let me cite a particu- 
lat case. There was a man in Brant- 
ford who was in financial difficulties. 


Every dollar he could get his hands on 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’”’ 
mean certain success for you. 








For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N.Y. 








NEW METROPOLITAN RATES 


IN INTERMEDIATE DEPARTMENT 





What Whole Life, 10, 15 and 20 Pay 
and 10, 15 and 20 Year Endow- 
ments Cost 


The Metropolitan Life has mailed to 
agents new Intermediate rates, which 


are in part as follows, on basis of $500. 
Whole Life 
Age Annual Semi-Ann. Quar. 
20 9.22 4.79 2.44 
30 10.41 5.41 2.7 
40 16.38 8.52 4.34 
50 23.85 12.40 6.32 
60 36.86 19.17 9.77 
10 Pay Life 
20 20.79 10.81 5.51 
30 25.75 13.14 6.70 
40 31.44 16.35 8.33 
59 39.76 20.68 10.5 
15 Pay Life 
20 15.65 8.14 4.15 
7) 19.03 9.90 5.04 
40) 23.87 12.41 6.33 
20 Pay Life 
20 13.15 6.84 3.48 
39 16.03 8.3 4.25 
10 Year Endowment 
20 48.64 25.29 12.89 
3 49.08 25.52 13.01 
4 50.28 26.15 13.32 
50 53.00 27.56 14.05 
15 Year Endowment 
20 31.11 16.18 8.24 
39 31.70 16.48 8.40 
20 Year Endowment 
20 22.58 11.74 5.98 
20 23.37 12.14 6.19 
had to flow into the channels of his 
business. I canvassed that man, but he 


could not pay even an ordinary life pre- 
He said that probably in a year 


mium. 
or two he would be able to pay the 
premium on a twenty-pay life. I said: 


You have not the money for the twenty- 


HERE IN SPIRIT 
Prudential Record’s Comment on John 
F. Dryden’s Memory—Died Four 
Years Ago 


In commenting upon the fact that it 
has been just four years since death 
took John F. Dryden, president of the 


Prudential, the Prudential Weekly 
Record says: 

“But, after all, is John F. Dryden 
dead? In the flesh, yes. But in the 
spirit, NO! Here he is with us just 


the same as yesteryear; here, in his 
extraordinary and marvelously success- 
fv) devotion to a great idea, assuring 
incalculable moral and material bene- 
fits to mankind; here, in the wonder- 
ful system of self-help and independ- 
ence he introduced and_ established 
among the people of the New World; 
here, in the mighty institution that he 
created mainly from his superb faith 
and reliance in himself, in those he 
gathered around him and in the good 
sense and judgment of the American 
people; here, in the exemplary char- 
acter he left his fellow countrymen as 
a brilliant business man, a statesman 
of great ability and altogether a model 
citizen. 

“In all this and more, John F. Dry- 
den is here with us in spirit, beckon- 
ing, cheering and inspiring us on to 
new and still more splendid triumphs 
than even those already recorded in 
Prudential history.” 





James P. Hewitt, president of the 
National Life Association of Des 
Moines, Ia., was for many years gen- 
eral counsel of the Company. 


pay life, but have you got a hundred 
dellars? He said he had. Then I told 
him: Pay that on a term policy, and 
when you are in better financial condi- 
tions you can change to the other. That 
man is dead, and his wife got the 
money. 





Organized 1850 


mutual and equitable practice. 
of management insure low net costs. 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 


JOS. A. DE BOER, President 


The National Life possesses an unexcelled asset and insurance composition. 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
Its low mortality, high interest earnings and economy 
Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which they can readily and 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request. 


A. H. Gseller, General Manager, 149 Broadway, New York City 

M. H. Mullenneaux, Manager, Albany Trust Bldg., Albany, N. Y. 
Day L. Anderson, General Manager, 950 Ellicott Square, Buffalo, N. Y. 
Bruce S. Johnson, General Agent, 1134 Granite Bldg., Rochester, N. Y. 


Purely Mutual 


Its 








MORTUARY and EXPENSE FUNDS 








PAYING CLAIMS FROM BOTH 
Fraternal Authorities Start Discussion 
Based on Valuations in State 
Departmental Reports 
Abb Landis, prominent in fraternal 
insurance and living in Nashville, 


Tenn., has asked the “Fraternal Moni- 
tcr’” to open its columns to a discus- 
sion of the question whether insurance 
Cepartments should allow in valuation 
reports the expense fun? as an asset 
available for the payment of claims. 
He wants the discussion to apply to 
societies which have assets over and 
above those listed in the general fund 
for expenses. 

The “Monitor” 
tion: 


had taken this posi- 


“In the opinion of the ‘Monitor,’ every 
dcllar possessed by a fraternal society 
is liable in case of necessity for claims 
arising out of its certificates, and this 
being so, the general fund balance, ex- 
clusive of the accrued liabilities against 
it, is a proper valuation in assets. 

“Suppose, for example, the unlikely 
case of a society whose mortuary fund 
is exhausted but having a surplus over 
actual liabilities in its expense fund, 
would not any court obliterate the dis- 
tinction between mortuary and_ ex- 
pense fund, and decree the payment of 
a proper claim from any source what- 
ever within the control of the soci- 
ety?” 

Aid Expense Funds 

Mr. Landis makes the following com 
ments on the “Monitor” editorial: 

“In the circumstances of a success- 
fully operated society, is it not a fact 
that all of the funds held for expenses, 
krown as the general fund, are held 
for the purpose, and intended alone for 


use in the payment of expenses, and 
not for the payment of claims? Is it 
not a fact that when societies 


have a 
surplus in the expense fund which they 
d+sire to hold for the payment of 
claims it is transferred to the benefit 
fund? Just a little while ago the 
Woodmen of the World transferred 
$200,000 from the expense fund to the 
benefit fund, and more recently a sim- 
ilar amount has been transferred fron 
the expense to the benefit fund. As 
intimated in your editorial, many in- 
stances could be cited of fraternal so- 
cieties transferring from the expense 
fund to the benefit fund. Is it not a fact 
trat where such transfers are not 
made, then the amount held in the 
expense fund is held for the purpose 
oi paying expenses and not for the 
purpose of paying claims? If my 
knowledge of the facts is worth any- 
thing, it does not appear that you 
could give other than an affirmative 
answer to these questions. If this be 
true, then in all conscience, why should 
a society list as assets available for 
the payment of claims an expense fund 
which is held for the purpose of pay- 
ing expenses? A valuation exhibit pur- 
perts to give the existing condition of 
a society by showing the value of a 
prospective financial condition. If the 
prospect is that certain funds will be 
held for the payment of claims, and 
other funds will be held for the pay- 
ment of expenses, then why should we 
list as funds available for the payment 


cf matured and future claims those 
funds which are admittedly held for 
the payment of matured and future 


expenses?” 
. 


PRESIDENTS TO HEAR LECTURES 


Presidents Butler, of the Travelers, 
and Holcombe, of the Phoenix Mutual, 
will attend the opening lectures of the 
Insurance Institute of Hartford. One 
of the lecturers will be William H. 
Lough, of New York, who will address 
the members on “American Banking 
and Investments Abroad.” 
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TO OFFER BORROWERS 
INDUSTRIAL POLICIES 


ONE YEAR TERM - INSURANCE 





Morris Plan Loan Companies Now Con- 
sidering Insurance Proposition— 
Protection to Endorsers 





The Industrial Finance Corporation, 
the Company which operates the Mor- 
ris Plan companies (anti-loan shark in- 
stitutions), is contemplating the incor- 
poration of industrial insurance in its 
activities. The Morris Plan companies 
loan money to workmen on character, 
with two endorsers to application for 
loan. At the recent meeting in New 
York City of the Morris Plan compa- 
nies, Arthur J. Morris, founder of the 
p'an, introduced the subject with the 
following explanation: 

Describes Insurance Project 

“The Industrial Finance Corporation 
—at least at the start—will act as the 
general agent for some well-established 
insurance company, shall appoint Mor- 
ris Plan companies as local agents, and 
the Morris Plan companies shall offer 
to borrowers the option to purchase an 
industrial insurance policy for a period 
of one year. This policy will be hypo- 
thecated as additional security for the 
loan; and the premium will be paid 
weekly, so that in the event of death 
the policy will cancel the loan, and the 
weekly payments previously made will 
revert back to the estate. This insur- 
ance will be an additional protection 
to endorsers. In St. Louis the company 
has recently started working along this 
line with considerable success.” 

Subject Debated 

A debate on the subject brought out 
several points of interest. It proceed- 
ed as follows: 

Richard Goodman, Hartford: It seems 
to me that we could get very great ad- 
vantages from such a plan, in Hart- 
ford. I believe it would facilitate the 
operation of the various companies; 
and it would also be a source of in- 
come. If people carrying industrial in- 
surance were borrowers of ours, they 
would have to make only one trip, in- 
stead of two, to make their payment on 
the loan and on the insurance policy. 

John Bagby, Richmond: In Rich- 
mond, we never fail to get an insur- 
ance policy with a loan, if possible. The 
feasibility of making it general would 
scem to depend on the cost. 


Mr. Morris: As nearly as I can ap- 
proximate it now, it would cost about 
2 per cent. on the loan. 

H. B. Byrd, Jr., Washington: I have 
given this matter some thought. We 
have had quite a good many deaths, 
and we find that they have all been 


I believe indus- 
introduced 


covered by insurance. 
trial insurance could be 
profitably. 

Attitude of Life Companies 

F. J. Kingsbury, Bridgeport: I have 
given no thought to this question of of- 
surance, but we have been warned, or 
rether the suggestion has been made, 
that we are not to be competitors of 
the large financial institutions. Now, 
will there be no danger, when the Mor- 
ris Plan becomes so well known, when 
our certificates are as good as Govern- 
ment bonds, of our becoming competi- 
tors of the large insurance companies? 
Would it be possible for companies like 
the Metropolitan and the Prudential to 
think we were becoming competitors, 
and to start a plan somewhat similar 
to the Morris Plan? 

Mr. Morris: The old-line insurance 
companies, as a rule, cannot engage in 
irdustrial insurance. Their volume of 
insurance is limited, in almost every 
instance, and limited to other than in- 
dustrial insurance. Moreover, the lead- 
ing two industrial companies, the Pru- 
dential and the Metropolitan, have now 
turned into mutual companies. They 
welcome the idea. In addition to that, 
this insurance is to be on a term policy. 
There is very little money in it for 
anybody. 

W. W. White, 


Atlanta: This insur- 


ance is made without reference to a 
physical examination. It is not life 
insurance, in strict sense. 

Preston R. Cotten: I was talking the 
other night with the State agent for 
one of the largest life companies, and 
I asked him what would be their atti- 
tude if we should do the sort of busi- 
ness that has been suggested. He said 
that he himself would welcome it; be- 


cause it would do two things. First, 
it would show the industrial worker 
that he could carry insurance. We 


would not insure him permanently, but 
would merely give him his first lesson 
in insurance. When he found that by 
the payment of a small amount of 
money each week he could insure his 
life he would be likely to do so. Of 
course, he saw the wonderful possibili- 
ties in our plan. His greatest difficulty 
was in getting an opportunity to talk 
to these working men. At one stroke 
we did away with all that, by having 
tiem come to us instead of our going 
to them. We have paid a great deal 
of attention to the question of insur- 
ance. We ask: “How much insurance 
have you, and in what company?” 
Wherever we are uncertain about a 
loan we require that a policy be given 
us if there is one. 
Reasons for Borrowing 

Statistics of the Morris Plan Com- 
pany of New York show the following 
reasons for borrowing in 1915: 


Jan. July Oct 
Household expenses.... 24 71 79 
err 8 22 40 
Begin business........ 3 17 3 
Business expansion..... 49 134 108 
Mortgage and interest.. 14 26 21 
EE. au base kdedunseue 13 1 16 
ea re 8 17 16 
Insurance premiums.... 9 3 24 
Help relatives.......... 5 68 43 
WHEE 6. sn.e cis dinnse 145 20 





USING SHEVLIN CASE 


Good Argument in Approaching Men of 
Considerable Wealth and Gradu- 
ates of Yale 


One of the New York Life agents in 
the Northwest is using the Shevlin 
case as an effective means of opening 
his interviews. He goes at it some- 
thing like this: “Mr. Jones, I have a 
conundrum to ask you: If a man of 
Mr. Shevlin’s wealth and prospect of 
keeping his money considers it neces- 
sary to insure his life for $1,500,000 as 
a protection to his business, what 
value to your family and your busi- 
ness do you place upon your life? And 
what sum of life insurance will you 
apply for to-day as a protection to 
your family and your business?” 

The point is that the Minneapolis 
agent was wide awake, says the New 
York Life. He was up to date. He 


grabbed this incident and used it to 
get at people. He turned it cleverly 
se as to arouse their interest. Here 


are some of the people who would be 
interested: All Yale men and many 
college men to whom the name of 
Shevlin is familiar, all lumber men, all 
men of wealth, all heads of corpora- 
tisns, or those whose demise would 
cripple corporations, all men with fami- 
lies whose interests are in even great- 
er jeopardy than those of a wealthy 
man like Mr. Shevlin. Just think of 
the hundreds of people everywhere 
wtom you, armed with an item of com- 
mon everyday interest like this, ought 
to be able to see and interest from one 
standpoint or another in the facts that 


induced this prominent business man 
to protect himself so wisely and so 
largely. 


43 PER CENT. INCREASE 
The increase in new business applied 
for of the New York Life for Novem- 
ber, 1915, as compared with November, 
1914, is 43 per cent. In figures it reach- 
es $8,140,392. 


CLEVER SELLING ACROSTIC 


TALK BY BOROUGH PRESIDENT 


Can’t Judge a Man By Card Index 
System, Says Marcus M. 
Marks 
Marcus M. Marks, Borough Presi- 
dent of Manhattan, New York City, is 
such an enthusiastic believer in life 


insurance, that when he was asked a 
few days ago to appear before a meet- 
ing of Fidelity Mutual agents in the 
offices of F. A. Wallis in the Trinity 
Building, he not only came, but deliv- 
ered a rousing talk on salesmanship. 
He used as his text the letters in Fi- 
delity, which he interpreted, as fol- 
lows: 

F is for Fidelity, the first quality re- 
quired of a life insurance agent. If he 
has not loyalty to his company, does 
not believe with all his soul that its 
contracts benefit humanity and are the 
best that can be written, he should not 
be in the life insurance business. 

| is for Integrity. It must be in- 
grained and practiced every hour of 
the day—in speech, in action, in man- 
ner of living. 

D is for Diplomacy, which deals 
largely with manner of approach. Do 
not come out and try to tell your whole 
story at once. Diplomacy means not 
only making friends, but enchaining in- 
terest and keeping it ever alive. 

E stands for Energy, without which 
you are a failure. With it you can con- 
quer the world. Don’t expect people 
to come into your office to be insured, 
no matter what gift you may have for 
writing beautiful letters. You must go 
out and hustle, never taking “no” for 
an answer. 

L stands for Logic. Any man who 
should have a policy can be convinced 
that he needs it. 

! is for Initiative. If you cannot suc- 
ceed in one way, try another. 

T is for Tact. Don’t talk about your- 
self. Talk about the man you are vis- 
iting. Remember that all men are dif- 
ferent, requiring versatile treatment. 
Recently, in the City Standardization 
Bureau work, I took exception to the 

fact that men were being judged by a 
card index system. You can put down 
a man’s age, experience, salary and the 
color of his eyes on a card, but that 
will tell you little. I have had two 
index cards come to me containing 
identical information about two men. 
But I would pay one man $10,000 a 
year and the other would be over-paid 
at $1,000. 

Y stands for youthfulness. 
ness has not much to do with age 
Some men are old at 25, others are 
young at 50. To be youthful one must 
be optimistic and ever hopeful. 

When Mr. Marks concluded, Laverne 
Wood of the New York Insurance De- 
partment, gave an interesting discus- 
sion of his experience with life insur- 
ance agents and brokers. 

Among those who heard the speak- 
ers were Vice-President Quinn and 
Publicity Manager Sykes, of the home 
office. 


Youthful 


GOOD, MR. BINDER, VERY GOOD! 

Geo. S. Binder, representing the 
Bankers Life of Des Moines, in Cin- 
cinnati, writes the home office as fol- 
lows: 

“I cannot help but write 
lines telling you my experience along 
the line of circular letters. A week 
ago I had fourteen replies from circu 
lar letters. I have written nine out of 
the fourteen and two of them I didn't 
get to see. One of them I have written 
on the roof of a two story building. He 
wouldn't come down to listen to me so 
I climbed the ladder and wrote his ap 
plication on the skylight.” 


you a few 


Commissioner English, of lowa, who 
is attending the Insurance Commis 
sicners’ conference at the Hotel Astor, 
was formerly the publisher of a daily 
paper. 





THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 


Assets, Dec. 31, 

og eee $70,163,011.03 
Liabilities ........ 65,159,426.58 
Surplus .......... $5,003,584.45 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life” 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
of which 
George E. Ide is President, pre- 
sents a 


ance Company, 
of substantial 
policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 


is now 


record 
benefits to its 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 
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Unexcelled In 


Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 
and Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 
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Live Hints F or Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 














L. R. Levis, of Bayonne, 





18 Reasons N. J., has found eigh- 

for teen reasons why some 

Failure industrial insurance 

agents fail He sub- 

mits them to the Metropolitan Life’s 
“Inteligencer,” and they follow: 

Not Enough Canvassing.—Every 
week secure through next-door can- 
vass at least five good Industrial pros- 
pects. 

No System in Following Up Pros- 
pects—Keep a book of prospects. 
Write down full particulars ¢ every 
prospect, Industrial or Ordinar For 
convenience in calli on them, keep 
the prospects on yo lebit separate 
from those elsewher 

No Plan in Developing Ordinary 
Business.—Use a card index file with 
months, showing the details of every 
prospect and fill in the month for the 


back calls. 


Leaving Too Much to Memory.—On 























your list for daily attention, enter all 
clues for new business all other 
matters to be ended to 
Wasting Time in the Office.—ilave 
your own desk or table home with 
complete sets s and stationery, 
so that you can do your work undis- 
turbed 
New Policies Not Properly Deliv- 
ered.—The best time to deliver a pol- 
icy is immediatel ifter it is issued. 
That is also a good time to again point 
out its benefits, and | wise an oppor- 
tunit ) M opol 1 leaflet 
in the hands of policyholders 
Literature Not Fully Utilized.—Al- 
YS car! t 1 s lf literature, 
such as irsing cards, Metropolitans 
( SO 1 can be 
{ 1 1 W if ng and can- 
vassing as items of interest and infor- 
mation 
Weakening People’s Confidence.— 
Neve! VY any Chance allude to poor 
business r dis ae our own It 
Unbusinesslike Presence.—Always be 
neat in dre I lea n person and 
habits - suggests 
Sé confidence in 
Collection Book Incomplete.—Enter 
the lection k the ill partic- 
Neglect of Details.—M col- 
é tior t é é on 
i done 
I lave a 
' due 
ollec- 
call list 
id of each 
Large Balance.—H arrears 
n il 
VnO 
GG “ I ° vy ylicy 
Zz Try to get 
TI nore 
l ) get some 
ecau hink 
vith pol 
e ar 
1 } | pparent- 
f t dest in 
] P t st to 
I be , and 
r ence be- 
portuning a 
t r of ar 
i er atten 
Excessive Lapses.—Meet the first 
ntior f psing the advanta- 
ges of the | Explain them fully; 
IOMWOWS a lapse. 
Call every week within the grace peri 
od ry to ¢ ( Give fresh and 
forcib r on M the policyholder 


should hold on to the financial benefit 
under the policy. 

Indifference in Reviving.—Reviving 
by the easy way, special revival, etc., 
often means another easy lapse. Be 
resourceful in collecting the cash, even 
if it takes a little longer to revive the 
business. A cash revival on 24G, or a 
cash and part special revival, is good 
as a rule and means no more trouble. 

Delay in Tracing Removals.—Do not 
wait until to-morrow or next week for 
a notice of removal to reach you. Write 


at once to the parties at their last 
known address. 
Not Fully Posted or Informed.— 


Spend plenty of time studying the rate 
took and the instruction book from be 
ginning to end. Take up and go through 
tle correspondence course. Every ad- 
ditional fact, figure or point gained 
makes your work easier and your suc- 
more certain. 

Want of Confidence.—It is not mere- 
ly what you say, but how you say it 
and how you act that counts. When 
you knock at a door, knock confidently. 
When you talk, talk earnestly and 
furcefully, showing that you know what 
you are talking about. When you call 

a home and see the husband, shake 
him by the hand with the expectation 
§ doing business with him. Speak as 

you were selling him the best thing 
n the world, and, in a tactful way, lead 
him to feel that he is getting the best 
thing in the world. 

Juggling accounts.—No one can play 
vith fire without being burned, or with 


cess 


accounts without being detected. No- 
tice of inspection is not given. Once 
i misstep is taken, it is hard to re- 
trace it and easy to go from bad to 
werse. There is everything to lose— 
reputation, position, future—and noth- 


ing to gain in “borrowing” one week to 
“pay back” the next. 


2 
~ Summary.—Few agents can afford 


to take a holiday on Monday. Monday 
lost cannot be regained. Any other 
day is preferable. Monday costs an 
agent on an average ten dollars and 
lots of extra work. The holiday is not 
worth the sacrifice. When agents do 
rot make out a daily list of the fami- 


called on and the premiums 
due, they must constantly refer to their 


lies to be 


collection book. The list facilitates 
ccllectiongs and leaves the mind free 

“dig for new business.” Some men 
visit the same street on different days, 
aSting valuable time. The list will 
prevent this and enable a man to run 
his debit instead of the debit running 
im. Monday and Tuesday should be 
the biggest collection days, finishing 
up. when possible, on Wednesday. 
‘ihursday morning only’ should be 
given to back calls. Make these as 
w as possible. Thursday afternoon 
can be employed in making out the ac- 


count; also the collection list and other 
p eparations for the following week. 
The advantage of arranging, preparing 
and planning for each succeeding week 
rust be obvious to every man in the 
isiness and equally plain is the ad- 
antage of Friday for vigorous straight 
nvassing, and Saturday for following 
and closing unfinished business. 


HELPS CRIPPLED AGENT 
The Eastern Underwriter Praised By 
L. C. Baker, of Connecticut Gen- 


eral at Olean, N. Y. 


One of the most remarkable agents 
in America is Lloyd C. Baker, general 


agent of the Connecticut General in 
Olean, N. Y. Mr. Baker is blind and 
has to be wheeled about. Despite 


these handicaps he is a large producer, 


SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 





MERIDIAN LIFE 
INSURANCE COMPANY 


INDIANAPOLIS, IND. 


We have Liberal Agency Contract awaiting a High Grade 
Producer in Eastern Missouri 


WRITE THE COMPANY FOR MORE INFORMATION 





Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

‘*Tt is noteworthy that this Company was organized without any promotion expenses.”” 

‘*T beg to report further that I find the Company in excellent financial condition.” 


‘*The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision. ’’ 


Home Office, DALLAS, TEXAS 





He writes The Eastern Underwriter as 
follows: 
Olean, N. Y., Dec. 5, 1915. 

Editor The Eastern Underwriter: 
I feel that it is no more than right 
that I should advise you of the pleas- 
ure and profit which I am deriving 
from The Eastern Underwriter. 

The first thing when the mail arrives 
I invariably ask the question—did The 
Eastern Underwriter come? If the an- 
swer is “no,” the question is repeated 
with the arrival of each succeeding 
mail, and when I do receive an affirm- 


ative reply I settie down content with 
the thought that I will soon have a 
fresh line of talk to help me in my 
work. 


After hearing read the various arti- 
cles I usually find that I have the ad- 
ditional help needed for developing 
certain prospects and forthwith take 
mj} "phone and go to work. 

That the knowledge derived from 
your publication is really profitable, I 
need only say that my average sale 
per applicant since I became a _ sub- 
scriber is $4,400, for the same number 
of applicants immediately preceding 
my subscription the average was 
$2,750. 

Physically my report is not so good, 
fer I now require the constant service 
of an attendant. I have left my room 
but twice in the last five months, and 
that was to register and to vote. 

Trusting that your subscription list 
is enjoying a nice healthy growth, with 
kindest regards I remain, 


L C. BAKER. 





GOOD PLACES 
For STRONG WORKERS 


Always ready to negotiate with energetic 
men capable of producing paid-for Insur- 
ance in satisfactory volume. 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill. 











PASSES HIGH RECORD 

On Saturday, November 13, at the 
Graham C. Wells Agency of the Provi- 
dent Life & Trust Co., Pittsburgh, the 
amount of approved business passed 
the previous entire year’s high record 
iit the history of the agency, and from 
November 15 to December 31 all the 
new business will be “velvet.” It also 
marked Jas. J. Phillis’ 150th week and 
Geo. W. Ryan’s 100th week of consec- 
utive production. Consecutive produc- 
tion means that not a single week has 
passed in which these men have failed 
to place new examined and approved 
business on the Company’s books. Some 
weeks it has been hard work to get one 
case across—while in other weeks 
there have been three-five, seven and 
occasionally as many as eight appli- 
cations, 
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SAFEGUARDING BUSINESS INTERESTS 


Little Stories Dealing wih Pastanship Insurance 
Collected by Charles B. Knight, New York 
Manager of The Union Central Life 








ASSIGNMENT—OR BARGAIN COUN- 
TER 

a firm composed of two 
men, with a silent partner, conducted 
business on Chestnut street. Brad- 
street’s rated the house financially as 
H.Aa. The firm stood in the front 
among successful merchants, and en- 
jcyed the special patronage of a select 
trade. 

On the death of the principal mem- 
ber of the firm, the silent partner 
withdrew his support. This caused the 
banks to refuse to extend loans and to 
withhold future discounts, and credit- 
ors who formerly were glad to sell 
them goods demanded settlements. 

Nothing remained for the surviving 
partner but an assignment—or perhaps 
worse, to turn his fine establishment 
into one immense bargain counter to 
realize quick cash at any sacrifice. In 
his desperation he chose the latter al- 
ternative, and all the fine fabrics drawn 
from every country on the globe were 
literally drumped upon hs _ counters 
there to be handled and picked over by 
the curious crowd and finally sold for 
only a fraction of former prices. The 
laughter saved the house from top- 
pling to bankruptcy, but at a cost too 
great to contemplate with composure, 
for the merchant secluded himself in 
his counting room and refused to see 
even his friends while the crowd was 
roaming through his place. 

The firm carried some insurance, but 
not enough to meet its obligations and 
tc make the survivor independent of 
contingencies. 

A CORPORATION’S VENTURE 

Ten years ago a corporation dealing 
ii grain insured its president for $1,- 
000,000, the corporation paying the pre- 
mium and taking title to the policy. 
One night, in journeying in a sleeping 
ear, the president was seized with a 
chill which developed into pneumonia, 


Recently 


TACKLING BIG MEN 





Superintendent of Agencies Lindsay, of 
New York Life, Tells How 
To Do It 


Field men will be interested in this 
letter from Superintendent of Agencies 
Lindsay, of the New York Life, to an 
agent who asked him how he handled 
men of large affairs and the arguments 
he used when he was soliciting in the 
field. Mr. Lindsay replied as follows: 

Dear Mr. Blank:—I find it very diffi- 
cult indeed to put into the form of a 
letter the method I used to employ, 
when approaching men of importance 
with regard to life insurance. 

Briefly, I used to take the attitude, 
that the man I was seeing undoubtedly 
carried all the insurance that he 
thought advisable; that in these days 
everybody carried a liberal amount of 
life insurance, but that it was quite 
possible he had never taken the time 
to go thoroughly over all his insurance 
policies and find out just what he had, 
and whether he was making his poli- 
cies do all they could do for him. That 
quite possibly some of his insurance 
was ten, fifteen or twenty years old, 
and probably he had never looked at 
the policies since he first took them 
out. That during the last ten or fif- 
teen years the insurance business has 
made immense strides, just as any 
other business had; just as his busi- 
ness had; that fifteen years ago in his 
line of work they were not giving the 
same values, or the same service that 
they were giving to-day, and that to a 
great extent this was true in life in- 
surance. 

I did not want him to think for 4 mo- 
ment that I had in mind advising him 
to change his policies from the com- 


and he died December 31. On January 
10 the insurance company handed to 
the treasurer of the corporation a draft 
for one million dollars, on which only 
two annual premiums had been paid. 
So powerful an argument was this in 
favor of business insurance that the 
corporation at once insured others of 
its officers for an additional $1,000,000, 
paying the premium as before, and tak- 
ing title to the proceeds. 

STILL THE JUNIOR PARTNER 

Less than twenty years ago a firm of 
two men conducted a profitable busi- 
ness on Market street. Occasionally 
the insurance solicitor called to urge 
the desirability of a joint business pol- 
icy, to cover both lives, the proceeds 
to be paid to the firm upon the death 
of either. Though much desired by the 
ycunger man, the reply of the senior 
member was always the same—“I don’t 
believe in insurance, and I am able to 
safeguard my own business.” (Yet he 
insured his stock in trade lest fire 
might consume his nails and anvils.) 

At his death his widow demanded a 
division of the assets, and the with- 
drawal of her husband’s interest in 
cash. She declared it was easier for 
her to tell the value of cash in hand 


than the value of goods upon the 
shelves. She would trust no man’s 
judgment, now that she could handle 


her own funds. 

The junior partner found a purchaser 
for the interest of the deceased man. 
Ir the transaction he was compelled 
to retain the minor place in both man- 
agement and profits of a business to 
which he had given twenty of the best 
years of his life, and which he had 
ardently hoped to own outright at some 
time. 

A business policy, payable upon the 
death of either, would have produced 
from the insurance company the much 
desired cash to enable him to become 
the sole owner of the business. 


panies he had already 
doubt he had selected his companies 
with as much care as he had his other 
investments, and I was quite sure they 
were all right; but that he could in all 
probability get the companies in which 
he was carrying his insurance to 
change, for instance, the method of 
paying the money out in the event of 
his death to the modern, up-to-date 
monthly income plan, without incur- 
ring any expense whatever beyond the 


selected. No 


postage necessary to write the com- 
pany. 
I would end up my talk by saying 


that I was conceited enough to con- 


sider myself a life insurance expert, 
having spent some fifteen or twenty 
years in the business, and that I would 


be very glad indeed to go over his poli- 
cies for him, tell him just what he had, 
and make whatever suggestions I could 
toward modernizing his insurance and 
thereby get for him the advantages of 
many of the various improvements and 
liberalizations which had taken place 
during the past ten or fifteen years in 
the business. 

Furthermore, I would like very much 
to lay before him some comprehensive 
plan of insurance which, while it need 
not necessarily entail his taking out 
any more insurance at the present 
time, in the future, when he did take 
out insurance, it would be taken out 
with this general plan in mind; much 
as a man would build a house, planning 
later to make additions to it. That 
after all, the leaving of his life insur- 
ance estate in proper condition was 
one of the most important duties in 
life that he had, and an hour or two 
spent in learning just what his policies 
weuld do for him,'and in planning his 
insurance investments for the future, 
would be time very well spent. 


THE 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


#8 ~ Of the People 
The Company By the People 


= For the People 


The Daily Average of the Company’s 
Business during 1914 was: 


626 per day in Number of Claims Paid 


8,040 per day in Number of Policies 


Issued and Revived. 
$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 


$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$161,826.87 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








Southern Life 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 


CONDITION ON DECEMBER 31, 1914; 
onc cecescosoveccccoeoses cosesece ° $11,138,324.57 
Liabilities.” eeeneesecesccescecovenssos 000 cgr eres eerecceneeoesce 9,410,670.62 
Capital and Surplus..............- 1,727,653.95 
Insurance in Force. ........-.-seccesees seceerteneasseteneecens 99,256,046.00 
Payments to Policyholders since Organization.. cence 15,428,983.48 
Is Paying its Policyholders over ...... $1,250,000.00 annually 
GOOD TERRITORY | FOR LIVE AGENTS 


Company 











WILLI AM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


OF THE 
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W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 
Berkshire Life Insurance Company 


of Pittsfield, Mase. 
Inc. 1861 


New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 











CLAIMS VINDICATION 
The Guarantee Fund Life Association 
of Omaha has been licensed to transact 
Kentucky. The company 
pleased to 


business in 
says: “We are especially 
receive the license because of the wide- 
spread publicity enemies 
have given to the report of the examin- 
ation of the association by the Ken- 
tucky Insurance Department, which re- 
port we have contended was grossly un- 
fair to the association. The issuance of 
the license would appear to sustain this 
view, and we are greatly pleased to 
have the controversy terminated in our 
favor.” 


which our 


My oniy I Stak [ 

Many Agents selling this policy was 
Make that I didn’t make it 

This Mistake $4,000 instead of $2, 
00 for he irked 

after I had his application and his 
check for the premium " vould 
try that much anyway $2,000) and 
later on if he could stand it he would 
teke more,” says C.’ W. Jacobs, man 


Jacksonville (Fl 
ot the Illinois Life 

When I deliver this policy I will try 
to place the additional $2,000, but the 
efforts to do so will be harder than 
when I took his app for only $2,000. 


ager of the 
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lished every Friday by The Eastern 
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is the office of this newspaper.  Tele- 
phone 2497 John. 
Subscription Price $8.00 a year. Single 


copies, 15 cents. 

Entered as second-class matter Jan- 
wary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 8, 1879, 





THE LIFE PRESIDENTS MEETING 

It should be the duty of every life 
insurance agent in America to read in 
the press every word printed this week 
and next chronicling proceedings of the 
Association of Life Insurance Presi- 
dents, not only that the agent may real- 
ize the importance and influence of his 
own profession, but he will findin those 
addresses the best of all selling argu- 
ments. These sessions always crys- 
talize life insurance activities in an 
eloquent, powerful and sequential man- 
ner, but this year the talks are even 
of greater importance because they 
dcal with the subject of life insurance 
investments in a different way than 
the topic has been treated before. Until 
this time the investments of the real 
estate companies have not been ana- 
lyzed and classified in such a manner 
os to tell in detail the exact nature of 
these investments—whether in the 
shape of farm mortgages or city realty 
mortgages, with geographical location 





of loans. 
The interesting and valuable data 
compiled proves as has nothing that 


has yet been printed what a tremen- 
deus factor is insurance in the up- 
building of cities and agricultural com- 
munities. New York would still be a 
large city were there no life insurance 
companies, but with life insurance com- 
panies loaning millions to develop 
properties and to finance the erection 
of new buildings it has become the sec- 
ond greatest city in the world. Farm- 
ers would still raise products if there 
were no life insurance companies, but 
aided by great financial support of the 
life insurance companies the American 


farmer is remarkably prosperous. The 
link between the life insurance com- 
pany and the farming regions grows 
stronger every year. 

Chairman William D. Wyman sum- 
marizes the situation in an effective 
manner. Of the assets held by life 


insurance companies at the end of last 
year $1,700,000,000 were invested in 
real estate mortgages. The Life Presi- 
dents’ reports show that $655,000,000 of 
these loans invested in farm se- 
curities. The life companies have ac- 
tually loaned $100,000,000 more on farm 
mortgages than have the commercial 
and savings banks combined. Further- 
more, the life companies charge an 
average rate of interest on these loans 


of only 5.55 per cent. Every phase of 


were 


the investment situation, including 
rural credits, is included in yesterday 
or to-day’s discussion and the agent 
can get from these talks enough valu. 
able canvassing material to last him 
fcr months. 

The discussion of rural credits is 
also particularly apropos at this time 
in view of the fact that the new Con- 
gress is to take some action on rural 
credits. Just what this action will be 
is not known yet, but judging from lit- 
erature received by The Eastern Un- 
derwriter this week there is to be a 
strong attempt made to incorporate in 
this country the German Landschaft 
System, and probably this is as good 
a place as anywhere to describe what 
that system is. 

The Landschaft was formed under 
the Prussian Law much the same as 
a national bank is formed in the United 
States. It was adopted by Frederick 
the Great. A group of landowners ask 
for a charter to form a Landschaft, 
through which they can borrow money 
w.th land as security. The scheme 
here, under a Landschaft, would be to 
give permission to co-operative groups 
cf farmers to issue mortgages to them- 
selves and to convert these mortgages 
into bonds which are to be sold in all 
the other States, ani these bonds are 
te be bought by working people. Title 
to borrower’s land must be unques- 
tioned. Bonds run from $10 up to $100 
denominations, at the same rate of in- 
terest that the banks pay. The loan is 
made on the average earning power of 
the land. The borrower cedes to the 
Landschaft directory the right of main- 
taining the same status of its cultiva- 
tion throughout the life of the bond. 
The borrower, in signing his mortgage 
and receiving the bond, gives the Land- 
schaft directory the power of a judg- 
ment in the event of a foreclosure. 


At a State Department hearing this 
question was asked David Lubin, one 
of the protagonists of the Landschaft: 

“Am I to understand that when a 
fermer goes to the Landschaft to bor- 
row that he is given a bond rather 
than money, and that he negotiates 
this bond in the open market?” 

Mr. Lubin: Yes, because the Land- 
schaft has no money. It is no bank. 
There is simply a board of directors. 


In Germany the government has gen- 
eral supervision of the Landschaft. If 
adopted here there would be_ super- 
vision by government, but no guar- 
antee. 





THE FEDERATION AND THE 
LEGISLATOR 


A great deal of interest has been 
taken by underwriters in the attitude 
of Insurance Federations towards legis- 
lators. The position of the Insurance 
Federation in this regard is thus out- 
lined in the Federation News, the 
new monthly organ of the Federation, 
the first issue of which has just been 
published: 

According to the history of law-making, 
the average legislator has less to do with the 
moulding of legislation than his constituents. 

Almost without exception, the beneficial and 
serviceable laws now on the statute books in 


any State bespeak the 
directly concerned. 
The banking laws, for instance, would be 
a sorry mess if they were the products of 
minds untrained in finance, and the architects 
and builders of the country would not be long 


wisdom of those most 























KIRKWOOD 


MISS ANNIE 


Miss Annie Kirkwood, of Minneapo- 


lis, one of the best producers in the 
ecuntry, rarely writes a woman risk. 
Ske is with the Mutual Benefit. Her 


own story, told for The Eastern Under- 
writer, follows: 

“I was educated in one of the New 
England schools, continued in travel 
abroad, and without any idea that it 
would be necessary to support myself, 
I did not study for any profession, and 
when the time came for me to earn my 
living there seemed no avenue opened 
to me. At that time, the late Col. Frank 
M. Joyce was general agent for ths 
Mutual Benefit in Minnesota. A school 
friend of mine, and friend and neigh- 


bor of Colonel Joyce’s family (when 
they lived in Cincinnati), told him 
about me and of my desire and need 
to enter the business world. He sug- 
gested that I try soliciting for his 
Company, and it was with many mis- 


gviing that I took up the work so new 
tc women in the West 

“My family had lived in Minneapolis 
for many years and had a large circle 
of acquaintances, and the unfailing 
courtesy with which I was met gave 
me courage and made the way seem 
easier; in any event, during the first 
few months when few were the com- 
missions which fell in my way, I 
brought so much prospect data and in- 
formation to our office that I found 
myself a valued worker, and it was 
thought worth while to give me the 
instruction and business training re- 
quired in the art and profession of 
salesmanship. My general agent was 


in seeking revisions if the building laws were 
contrary to the principles of structural work. 
Manufacturers ought to know the needs of 
manufacturers; shippers are reasonably ex- 
pected to understand traffic conditions and 
problems, and so on. 

A good legislator 
information on all matters at issue. e wel- 
comes the presence in his district of those 
organizations which thoroughly reflect the pre- 
1 f the i in which 


should and must_ gather 


vailing sentiment of business in 

its members are engaged. No organization or 
association can voice such opinion unless it 
represents in its affiliations every person in 
every manner interested in the particular en- 
deavor the organization represents. 

This is why Insurance Federations have 
wielded such a mighty and beneficial influence 
upon insurance legislation The Federation, 
including representatives of every line of in- 
surance and the buyers, as well in its mem- 
bership, is in a position to do paramount ser- 
vice, not only for insurance as an _ institu- 
tion, but also for the public interest in all 
matters concerning insurance theories. or 
practices. 


In all sections where a comprehensive or- 
ganization has been effected, its advice is 
naturally not only eagerly sought by the ma- 
jority of the legislators, but is likely to be 
heeded, as well. 


The Human Side of Insurance 





an exceedingly well informed and pro- 
ficient salesman, himself, and I receiv- 
ed good training and help which start- 
ed me right in the work for our splen- 
cid Company. 

“The Mutual Benefit at that time did 
not write women risks; therefore, near- 
ly all my work was among business 
men, and has practically continued so, 
only occasionally writing a woman 
risk. This year, I secured in our Com- 
pany a large policy for one of our 
prominent business women and capital- 
ists in Minneapolis. In my work, the 
percentage of amount of insurance to 
number of lives has always been large. 

“As to my methods, I think you will 
see that they are businesslike methods 
to which I add, perhaps, a sincere lik- 
ing and enthusiasm for my work with 
breadth of heart to understand and 
help others. This I may have more 
than is usual, counting no labor nor 
service too great to attain the standard 
set by right ideals. I have no fads, but 
think the right use of vacations a ne- 
cessity, and I spend mine in travel.” 

The picture of Miss Kirkwood, re- 
produced on this page, was taken on 
the Pacific last year while en-route to 
the Orient. 

*~ * * 


Henry Evans, president of the Conti- 
nental, Fidelity-Phenix, and American 
Eagle, has purchased sixty acres neat 
the Knollwood Country Club, in West- 
chester County. The property over- 
Icoks John D. Rockefeller’s estate, and 
will be improved by the new owner as 
a country seat for his use. 

* ~ x 


Paul Berghaus, who has been appoint- 
cd manager of the Fidelity and Surety 
departments of the American Indem- 
nity Co. of Galveston, Tex., is a grad- 
uate of Sewanee, where he received 
the B. A. degree, and of the New York 
Law School where he graduated LL. B. 
From 1905 to 1908, Mr. Berghaus was 
first assistant to Mr. C. S. Van Rens- 
selaer, head of the court and contract 
department of the American Surety Co. 
at its home office in New York, and 
from 1908 to 1915, assistant manager 
aud attorney for the American Surety 
Co. for the State of Texas, with head- 
quarters at Austin. 

+ * * 


J. K. Livingston, of Detroit, has for 
years been one of the most likeable 
ard able agents in the State. He be- 
gan his career as an office boy in 1879. 
Next he was a local agent; then a com. 
pact manager; later a special agent of 
the Phoenix of Hartford and of the 
Queen, following which he became 
State agent for the Pennsylvania Fire 
in Michigan and Wisconsin territory. 
After the San Francisco conflagration 
he became a member of the firm of 
Whitaker, McNaughton & Livingston, 
general agents, Detroit. He is presi- 
dent of the Insurance Federation of 
Michigan. 

~ ” ad 


William H. Lushear, general agent 
for the Equitable Life of Iowa in New- 
ark, is a very happy man. This fact 
was plainly evident by the smile that 
adorned his face a few days ago when 
a representative of The Eastern Under- 
writer called at his office. Mr. Lushear 
soon explained the cause of his happy 
smile. He produced a letter from the 
home office of the Equitable Life, 
which advised him that in October he 
ranked eighth in the list of the Com- 
pany’s general agents for personal pro- 
dvction in the month of October. He 
says his Company is trying to reach the 
hundred million dollar insurance in 
force mark by Decemper 31 this year, 
and that when they cross over that 
line, he is going to be right up among 
the leaders. 
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DECIDE TO CALL OFF MEETING 


SUBURBAN EXCHANGE BULLETINS 


City of New York’s Appointment of 
J. G. Simmonds—The Issue— 
What Bulletins Say 


On November 27 the Suburban Fire 
Insurance Exchange sent out the follow- 
ing Bulletin: 

A special meeting of the Suburban 
Fire Insurance Exchange will be held 
on Tuesday, December 7, 1915, at 2:30 
p. m., in the Board Room of the New 
York Board of Fire Underwriters, No. 
123 William street New York City, for 
the purpose of hearing an appeal by the 
City of New York Insurance Co. from 
the decision of the Executive Commit- 
tee that the appointment by that com- 
pany of John G. Simmonds as general 
agent for suburban territory is in viola- 
tion with request that such appoint- 
ment be recalled; and from the rule 
which denies a general agent to a local 
company unless such general agent is 
the Metropolitan agent of the company; 
and for such other business as may 
properly come before the meeting. 

HENRY E. HESS, Secretary. 

In connection with the above, the 
following statement of rules and other 
facts involved was submitted for the 
information of members. 

Agreement Article 12—(e) reads: 
“General agents to be appointed 
only subject to the approval of the 
executive committee of this ex- 
change.” 

As defining the conditions under 
which such appointments would be 
approved, the executive committee 
adopted certain agency rules, pro- 
mulgated on Bulletin 21, dated 
March 27, 1908, which limited a 
local company to a general agency 
only for Long Island; in other 
words, a local company was not al- 
lowed a general agent in Manhat- 
tan or for other territory than 
Long Island. The rule stood un- 
changed in this respect until April 
20, 1915, when a revision was ap- 
proved (promulgated May 1, 1915) 
permitting a local company to have 
a general agent “if such company 
maintains no counter for the accept- 
ance of business” and “then and in 
that case only at the hands of a 
general agent conducting a depart- 
ment office in accordance with the 
rules, who shall also be the com- 
pany’s Metropolitan agent in Manhat- 
tan as defined in the agreement of 
the New York Fire’ Insurance 
Exchange.” 

On October 23, 1914, the City of 
New York gave notice of their ap- 
pointment of Mr. Simmonds as gen- 
eral agent, and were advised on No- 
vember 11, 1914, that such appoint- 
ment was not approved by the 
executive committee and its recall 
was requested. The City of New 
York demurred, and as the revision 
of agency rules was then under con- 
sideration the request for closure 
was not pressed for the time being. 

On September 16, 1915, the execu- 
tive committee renewed their re- 
quest and the City of New York, 
after correspondence with and a 
hearing by the committee, appeals 
to the exchange. 

On December 4 this notice was sent 
to members: 

Notice has just been received that 
the appeal of the City of New York 
Fire Insurance Co. from the require- 


Fire Insurance Department 


ment of the executive committee that 
the appointment of John G. Simmonds 
as general agent be recalled is with- 
drawn, and, accordingly the special 
meeting of the exchange called for 
Tuesday, December 7, 1915, to hear such 
appeal will be unnecessary, and the 
meeting will not be held. 
HENRY E. HESS, Secretary. 


TO BRANCH OUT 





Automobile Insurance Co., With $1,- 
000,000 Capital, To Do General 
Fire Business 





The Automobile Insurance Company, 
the fire company of the Aetna Life, 
has voted to double its capital stock. 
It will have $1,000,000 capital. It be- 
gan by writing automobile insurance 
and has been gradually extending into 
the fire field. it is reported from Hart- 
ford that it will do a general fire busi- 
ness. H. R. Clough and J. C. Burden 
are the assistant secretaries. The for- 
mer will be in charge of the marine 
business; the latter of the fire busi- 
ness, 

The Automobile Insurance Company 
o: Hartford was chartered by the Leg- 
islature of 1913, which granted a 
change of name of the Fire & Marine 
Insurance Company and amended its 
charter. The original charter was 
granted in 1907 to Edward Hatch, 
George R. Merrow, Jonathan Camp, E. 
H. Cooper, George H. Pinney, William 
Penrose, J. H. Hale and k. N. Gakman. 
The Legislature of 1909 amended the 
Company’s charter and granted an ex- 
tension of the time for organization 
and the time was further extended by 
the Legislature of 1911. The incorp>.- 
rators named in the special act of 19:53 
were, in addition to those in the oi:i- 
ginal act, Morgan G. Bulkeley, Samuel 
G. Dunham, John O. Enders, Morgan 
B. Brainard, J. Scofield Rowe and 
Walter C. Faxon. 





LIVESTOCK RE-INSURANCE 





Western, of Peoria, Gets Soutnern, of 
High Point, N. C.—Keeps 
Agency Force 





The Western Livestock Insurance 
Co., of Peoria, Ill., has re-insured the 
Southern Livestock Insurance Co., of 
High Point, N. C. The Western in the 
agreement takes over the agency 
ferce; it being the intention of the 
Southern to permanently retire from 
the field, as the officers of the South- 
ern wish to devote their time to other 
pursuits. Much of the business taken 
over by the Western it has been nec- 
essary to cancel as it was believed 
that it would be carried at too great a 
loss. 

This is the second company recently 
acquired by the Western; the other 
company being the Atlantic Horse In- 
surance Company, of Providence, R. I. 

Cravens & Cage of Houston, Texas, 
are the general agents of the Wesiern 
for the State of Texas, a State to 
which the Company was admitted last 
week. The Western further announces 
the appointment of Elmer F. Bagley of 
Topeka, Kan., as general agent for 
Kansas. 





ROOSTERS TO DINE 
The Royal Red Roosters of Philadel- 
phia (counter men) will have a dinner 
at the Hotel Stenton, that city, De- 
cember 16. 





EDWARD 


37-36 LIBERTY STREET 


THE ARLINGTON FIRE 
Washington, D.C. 





INSURANCE AGENCY 
Telephone: Joha 3189 


Representing 


SPECIAL FACILITIES FOR OUT-OF-TOWN BUSINESS 


GAMBEL 


NEW YORK CITY 
THE ARIZONA FIRE 


oenix, Ariz. 
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GOOD AGENTS 
in open territory who desire to represent a Company having 
ample capital and resources, capable and efficient management, 
excellent facilities and unexcelled service, should communicate 


NATIONAL UNION 
a company whose operations have been conspicuous for fair 
dealing, whose loss paying record—both conflagration and rou- 
tine—has always been characterized by promptness and the 


Its efficiency and agency co-operation have merited the 
permanent support of 4000 Agents. 


Why not make this Company your source of supply and 


SERVICE THAT SATISFIES 
Cash Capital One Million Dollars. 
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POTTS CONFIDENT 





Thinks He Will Win Out in Controver- 
sies With Insurance Men—A 
Former Lawyer 





Insurance Commissioner Potts, of 
lilinois, who is in the city this week, is 


confident that he will win all the con- 
troversies in which he is involved with 
insurance companies. He first locked 


herns with the companies over under 
writers’ agencies; next he declared 
that rate making in Illinois is a viola- 
tion of the anti-trust act; and that then 


he started to break the Chicago Board 
of Fire Underwriters. There was a 
ccurt hearing in the latter case this 
week. 

Mr. Potts is about six feet tall; se- 
rious in facial expression; wears a 
long cutaway coat and glasses with 


rims that come over the ears. 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 


Inc, 1911 


$454,914.61 
112,682.34 
250,000.00 
66,502.59 


Reserve 


Capital 
Surplus 


told a 
Under 


his career he 
of The Eastern 
writer that he had been a lawyer for 
many years; and that for about six 
years he represented a corporation, the 
Indemnity Co., which indemni- 


In discussing 
representative 


Reisch 


fied the owner of a building against 
loss from damages in suits brought un- 
cer the dram shop act. A number of 
cerporations are now writing these 
bonds 
RUSSIAN MANAGER HERE 

G. Katz, of Petrograd, foreign man 
ager of the Rossia Insurance Co., is in 
this country He left Petrograd two 
months ago to make a tour of the for 
eign offices of the Company He has 
visited the offices in London, Hartford 
aud Paris. Mr. Katz says insurance 

doing an increased business in his 
country 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Inc, 1870 


$173,450.20 
22,760.06 
100,000.00 
42,774.55 


Capital 
Surplus 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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Household Furniture 


Loss Complications 
(Continued from page 1.) 


posed that John Doe has household fur- 
niture valued at $9,500 and carries 
$10,000 insurance under a_ household 
furniture form which includes the lan- 
guage in question. At the time of fire 
he was entertaining a guest who 
brought along clothes and jewelry 
worth $3,000, and the establishment 
employed three servants with property 
valued at $1,500. Fire occurs, totally 
destroying all of the above property. 
Learning of the way Mr. Doe’s insur- 
ance was written, the guests and ser- 
vants, not having any insurance of their 
own, claim their proportion of Mr. 
Doe’s $10,000 insurance. In the light 
of the above and other decisious, it is 
established that there was $14,000 total 
value and loss and $10,000 insurance, 
of which Mr. Doe is entitled to 
9500/14,000, the guests 3000/14000 and 
the servants 1500/14,000, the apportion- 
ment of the loss therefore appearing 
as follows: 


Value & 
Loss Insurance 
Specified assured... $9,500 $6,785.71 
I 2 arate: casita wd thet, <0 3,000 2,142.86 
a re 1,500 1,071.43 
$14,000 $10,000.00 


There can scarcely be a doubt that 
this would prove a very unpleasant sur- 
prise to Mr. Doe and even the most 
amiable of hosts would be likely to feel 
somewhat resentful over such an un- 
expected entertaining expense, especi- 
ally in view of the fact that he had 
been carrying more insurance than the 
value of his own property. 

Other Complications 

This, however, is not the only com- 
plication. Suppose the 100 per cent. 
coinsurance clause (for easy figuring) 
was one of the conditions of his insur- 
ance contract and it developed that the 
guest and the servants, with admira- 
ble presence of mind, packed their 
trunks at the first cry of fire and threw 
them out of the window so that no loss 
resulted to their property. Will the 
host and master then recover in full? 
Not a bit of it, for the value of the 
property covered at the time of fire 
was $14,000 and the $10,000 insurance 
is liable “for such portion only of the 
loss or damage as the amount insured 
shall bear to the actual cash value of 
such property.” The assured’s loss be- 
ing $9,500, he is entitled to recover 
10000/14000 thereof, or $6,785.71. This, 
too, would naturally prove a decided 
shock. 

There is still another complication 
that may arise. The guest may have a 
floating policy for $5,000, but this may 
not help the poor host in the slightest 
degree unless, contrary to the usual 
form, there is a provision that property 
specifically insured shall not be cov- 
ered thereunder, for the guest would 
still be entitled to his share of the in- 
surance, and even if he did not feel de- 
sirous of claiming same and having it 
pro rate with his floating policy, the 
insurance company might very possibly 
have a legal right to include his prop- 
erty in the coverage of the policy and 
in the apportionment of the loss. 


Distinction Among Guests 

Yet one more complication for the 
bewildered host is possible. The prop- 
erty of “guests” is covered, but there 
is no mention made of the kind of 
guest which is manifestly intended, 
namely, what is commonly known in 
social life as the house guest as distin- 
guished from the one invited into the 
house for a particular function, such as 
a dinner or reception. Without the re- 
striction, however, to property of 
“house guests,” the policy of the host 
vould cover property of guests of all 
kinds who happen to be in his house 
at the time of any fire and it may 
easily be seen what this might lead to 
in the way of claims. There have been 


a number of attempts to overcome the 
disadvantages to 


the assured which 


have been set forth in the foregoing 
and yet secure to him all of the advan- 
tuges that are claimed for the broad 
coverage. 
Guest is Favored 

Wide inquiry, however, among bro- 
kers and agents fails to disclose that 
any wording or condition has been de- 
vised which will never work to the dis- 
advantage of the intended assured. 
Manifestly the only fair condition is 
ene under which the assured and the 
company both get a square deal, and if 
the assured wishes to assume liability 
for the property ot guests and servants, 
then he must be prepared to meet the 
penalty if any of his generosity or else 
adopt such measures as to secure him 
from penalty. ‘this may be done by 
taking out a separate policy, or having 
&@ separate item specifically covering 
the property of guests and/or servants 
separately trom his own. If the policy 
covers the property of the assured and 
tamily, which would of course include 


himself, wife, children and relatives 
that were living with him, it would 
hardly be seriously disputed that it 


also covered the property of servants, 
for they are in tact members of the 
household or family, recognized alike in 
law and custom. If to that language 
be added the phrase “and on his legal 
liability for loss or damage to property 
o: others” probably as broad a coverage 
would be secured as is consistent with 
safety. 

The use of the phrase “guests or ser- 
vants,” like the indiscriminate use of 
the trust and commission clause, is 
fraught with so many pitfalls for the 
unwary that a considerable number of 
thoughtful agents and brokers have 
ceme to the conclusion that it is much 
better to insure their client and let him 
teuke care of his guests and servants if 
he so chooses and are therefore leav- 
ing out of their forms any reference 
to property belonging to parties other 
than the assured named in the policy. 





LARGER PYRENE DIVIDENDS 

The change in its dividend rate from 
6 per cent, a year to 8 per cent., and 
an announcement by specialists in the 
stuck that contracts which have been 
closed with the Allies by the Pyrene 
Manufacturing Co. for fire extinguish- 
ers, have directed the attention of the 
war bride traders to the fact that there 
is more to the war order business than 
the selling of explosives and other im 
plements of warfare. While one side 
is endeavoring to blow up and burn 
up everything of its enemies, the late- 
ter, retaliating, are also devoting en- 
ergy to the prevention of damage. The 
fire extinguisher, it transpires, has 
been playing a very important part in 
the waging of war. 





ADVANCE J. Y. SHEEHY 

The Eastern Department of the Fire- 
man’s Fund has advanced J. Y. Sheehy 
from special agent to general agent. 
N. H. Trout and L. M. Kenney have 
been made specials. The appointments 
are in the department’s middle terri- 
tory. 

PUTNAM ATTENDS MEETING 

Secretary Henry H. Putnam, of the 
National Association of Insurance 
Agents, was in New York this week, 
attending the insurance commissioners’ 
meeting. 





CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








2 LIBERTY STREET 


SCHAEFER & SHEVLIN 

GENERAL AGENTS 
REPRESENTING 

DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John 2312 


NEW YORE, NW. Y. 











WILLIAM C. SCHEIDE & CO,, Inc. 
HARTFORD, CONN. 
Re-Insurance in All Branches 











123 William Street 


E. F. FLINDELL 


Telephone John 2330 


New York City 


Business Bound Throughout the United States and Canada 


FOR 
The Scottish Union and National Insurance Company 








WESTERN 


Assurance Co. 
OF TORONTO, CANADA 


Fire, Inland Marine and 
Tornado 
UNITED STATES BRANCH 

January 1, 1915 

NS cicpmdveediansenaekeneoiel $2,543,973.35 

SurneEs fe UW. G. .vicccccsescscess 1,076,347-75 

W. R. BROCK, President 

W. B. MEIKLE, Vice-Pres. & Gen. Man. 


TWO HUNDRED AND SIXTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH; 
54 Pine Street - New York 
WESTERN DEPARTMENT; 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT; 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 

















LOGUE BROTHERS & CO. 


307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 








D. V. PROSKEY 


NEW JERSEY FIRE 
INSURANCE AGENCY 


Paterson, N. J. 





126 Market Street i 


A. K. BOUGHNER & CO. 
INSURANCE AGENCY 


Fire Automobile 
NEWARK AND VICINITY 
Brokerage Business Solicited 


38 Clinton Street 9s William Street 
Newark, N. J. New York City 























F. H. HAWLEY, Pres. 
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ORGANIZED 1848 


Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
AN AGENTS COMPANY 


W. E. HAINES, Secy. 





E. K. SCHULTZ 


PHILADELPHIA 
General Agent 


Eastern Pennsylvania, New 
Jexsey and New York 


LOGUE BROS. & CO. 


PITTSBURGH 
General Agents 


Western Pennsylvania 
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COMMISSIONERS TO 
HEAR CONTINGENT TALK 


INVITE COMPANIES AND AGENTS 
TO SESSION IN WEST 


Mutual Men Discuss Fire Loss 
Classification—Debate Over 
Special Deposits 


Mill 


The National Convention conference 
of insurance commissioners, in session 
at the Hotel Astor this week, having 
partly unburdened itself of some work- 
men’s compensation problems, paved 
the way for taking up some new ques- 
tions. In brief they are as follows: 
Social insurance, contingent commis- 
sions, floater policies, reciprocal under- 
writers, and fire insurance premium re- 
serve changed to percentage of risk. 

For some time the committee on re- 
serves Other than life have been hav- 
ing hearings on liability claim reserves 
and workmen’s compensation reserves. 
The strict interpretation of the law will 
be insisted upon in the matter of liabil- 
ity claim reserve. In case of workmen’s 
compensation the reserve of 54 per 
cent. of the earned premiums only 
will be required. The way the law form- 
erly stood a number of companies could 
have been driven out of business by a 
strict interpretation of the law. 

Social Insurance 

The social insurance resolution was 
introduced by Mr. Potts of Illinois. 
It was to the effect that a committee 
be appointed to make a thorough in- 
vestigation of social insurance of all of 
its phases, and make such report and 
recommendations to the convention as 
the committee deemed proper. Mr. 
Potts was asked if he would not make 
an explanation. He said that in his 
judgment, insurance is an economical 
balancer of the deficiencies of the hu- 
man individual; what is lost in in- 
dividual efficiency can be made up by 
social insurance. 

Nesbit’s Reserve Resolution 

When Charles F. Nesbit, commis- 
sioner in Washington, D. C., introduced 
the following resolution there were sev- 
eral murmurs of “That’s going some:” 

Be It Resolved, That the commit- 
tee on reserves other than life be 
requested to investigate the matter 
of fire reserves, especially with re- 
gard to changing the basis of re- 
serve from the percentage of the 
premium collected to a percentage 
of the risk assumed, and with re- 
gard to a conflagration reserve 
requirement. 

Contingent Commissions 

The insurance departments of twenty- 
eight States were represented at the 
meeting. 

The first morning session was de- 
voted to the reports of committees. 
After the session was adjourned Super- 
intendent Phillips of New York, chair- 
man of the committee on laws and leg- 
islation, called a meeting of that com- 
mittee at which the resolution regard- 
ing contingent commissions and _ the 
method of compensating fire agents 
which was adopted at the last meeting 
of the convention was discussed. Com- 


missioner Young, of North Carolina, 
made a motion which was passed that 
the fire companies be given a hearing 
at the April meeting of the convention 
on the subject of contingent commis- 
sions and the methods of compensat- 
ing agents and that the companies be 
notified to that effect. At the sugges- 
tion of Superintendent Phillips, of New 
York, it was voted to extend to agents 
the privilege of appearing at the West- 
ern hearing on contingent commis- 
sions, 
Licensing of Adjusters 

Discussion followed on the resolution 
introduced at the Califernia meeting of 
the convention by Commissioner Young 
and providing for the drafting of a bill 
which would provide for the licensing 
of fire adjusters in all States in similar 
fashion to the bills requiring fire agents 
to be licensed by the States. Commis- 
sioner Young stated that a number of 
States already had such laws and that, 
to his mind, it was a discrimination in 
favor of the adjusters that the char- 
acter and integrity of the fire agent 
should be subject to censorship while 
that of the adjuster was not. Superin- 
tendent Phillips of New York then 
stated that New York State had had 
such a law since 1913 and that it was 
similar to the brokers and agents li- 
cense law. Commissioner Works of 
Minnesota moved that a sub-committee 
of three be appointed to draft such a 
bill which should be submitted to the 
April meeting of the convention and 
acted upon at the September meeting 
so that it would be ready for presenta- 
tion at the bi-ennial meetings of the 
State legislatures. The members of 
this committee were to be selected and 
announced by the chair later. 

Mercantile Floater Policies 

Complying with the provisions of the 
resolution introduced by Commissioner 
Merrill, of New Hampshire, at the Cal- 
ifornia meeting, the appointment of a 
sub-committee of three was provided 
for to investigate the methods of writ- 
ing mercantile floater laws. Commis- 
sioner Merrill expressed the opinion 
that such policies were written in vio- 


lation of the resident agency laws. The 
committee is to report at the April 
meeting. 

Unauthorized Insurance 


Commissioner Taylor of North Dakota 
brought up the subject of unauthorized 
insurance, regarding which a resolution 
had been adopted at the California 
meeting the object of which was to give 
the insurance departments of the vari- 
ous States the power to penalize insur 
ance companies whose business was of 
this description and which operated in 
the jurisdiction of the several depart- 
ments. Commissioner Henry of Missis 
sippi desired that action be taken by 
the convention and a bill drafted in 
time for presentation to the Missis- 
sippi and other legislatures which con 
vene in January. Commissioner Works 
stated that in so far as a bill detri- 
mental to the operation of companies 
writing unauthorized insurance would 
in a great measure affect the business 
of the companies doing an inter-insur 
ance business, he would object to any 
such bill being drafted hastily or with- 
out due consideration and moved that 


the resolution be continued till the 
April meeting and that a sub-committee 
of five be appointed to draft a bill and 
submit it to the convention at the 
April meeting. This motion was passed. 
Amortization 

Following the meeting of the laws 
and legislation committee, Commission- 
er Merrill, of New Hampshire, called 
a meeting of the committee on assets 
of insurance companies of which he is 
chairman. The principal consideration 
of this committee was the amortization 
plan of valuing securities which had 
been brought before the convention by 
the National Fraternal Congress. Com- 
missioner Mansfield of Connecticut, 
stated that this plan had been approved 
by the Connecticut department for use 
of stock companies and he could see no 
reason why it should not be extended 
to the fraternal orders, moving that the 
plan be approved by the committee 

Special Deposits 

Special deposits started an unusually 
interesting debate on Wednesday morn- 
ing, and resulted in the defeat of an 
attempt to rescind the action of the 
Burlington convention, as follows: 

“In special deposit States the 
cess of deposits over liabilities be 
accounted an admitted asset.” 

A number of commissioners express- 
ed themselves strongly against special 
deposits. Commissioner Mansfield said 
that the surety companies themselves 
were responsible for them and now 
there is objection to something of their 


ex- 
not 


own creation He said that in some 
cases these deposits originated in the 
desire of surety companies to keep 
other companies out of a State. There 
was considerable discussion as to the 
use that can be made of special de 
posits in a State after a company be 
comes insolvent. Commissioner Mans- 
field’s position is that the special de- 
posit is a trust fund. 


it as his 
should 


Superintendent Phillips gave 
opinion that a special deposit 
be an admitted asset 

See Actuarial Bureau in Operation 

The representatives of the New Eng 
land Mutuals went to the rooms of the 
National Board of Fire Underwriters 
on Wednesday afternoon and looked at 


the work of the Actuarial Bureau. This 
happened after a discussion of the Ac- 
tuarial Bureau at the sessions of the 


National Convention of Insurance Com- 
missioners Mr. Mallalieu, of the Na- 
tional Board, also invited the commis 
sioners to visit the Actuarial Bureau 








Whether or not the New England 
Mutuals will give the National Board 
their loss figures for classification re- 
mains doubtful Several speakers, in- 
cluding Edward V. French, vice-presi 
dent of the Arkwright Mutual of Bos 
ton, told the commissioners that they 
doubted the value for general classi 
fication purposes of their figures, but 


seemed to indicate that they would fur 
nish figures if the 
thought it desirable. 
Cost $60,000 a Year 
Mr. Buck told The 
writer that did not believe 
would be furnished. Mr. 
outlined the work of the 
Bureau, which he said had 


commissioners 


Under- 
the 
Malla- 
Actua- 

been 


Eastern 
he fig- 
ures 
lieu 
rial 


in operation for nearly one year and 
had cost the companies nearly $60,000. 
Hie said that the National Board had 
undertaken this work at the request 
of the commissioners who were insist- 
ent upon knowing the loss cost. (Cer- 
tainly, such loss cost could not be ar- 
rived at unless all figures could be se- 
cured. Stock companies had contrib- 
uted information and he thought it was 
up to the class companies to do the 
There was no way possible by 
which any information given to the Na- 


same 


ticnal Board could be divulged to com- 
petitors of the Mutuals. It is all 
thrown into a grist mill and grouped 
into various classes These classes 
numbered more than 400. It was im- 
practical to make fewer of them. Mr. 


French did not think the experience of 
the New England Mutuals would be 
valuable for classification purposes, be- 
cause each risk in a 


mutual chain was 
a separate unit in which hazards had 
been reduced to a minimum Inspec 
tions were made four times a year, 


and, even before the days of sprinklers, 


the mutuals had a loss rate so low as 
to be the wonder of the country It 
cid not mean anything if a certain 
class was immune from fires for sev- 
eral years, because one fire could come 
along and completely change the sta- 
tus of the class. He thought the New 
England Mutuals were unique and that 
their figures would not be representa- 
tive in any way of the mill group 
throughout the country. 

Earlier in the day Mr. Mallalieu had 
a conference with dwelling house mu- 
tval men and representatives of the 
New England Mutuals. 


DIAMOND CANDY FIRE 
Conclusions of New York Board of 
Fire Underwriters—Sprinklers 
Necessary—Exits 


In a report on the Diamond Candy 
Co.’s fire in Brooklyn—a catastrophe 
the New York Board of Fire Under 


writers draws the following conclusions 


“This fire demonstrated that it is 
fatal to store combustible stock in stair 
enclosures; that a _ buiiding of light 
joisted construction will burn with such 











rapidity that the most reliable safe- 
guard to life and property is a stand- 
ard automatic sprinkler system; that 
ample and safe exits are necessary in 
a factory building and that such exits 
should preferably be smokeproof 
towers or horizontal exits; that all 
stairways and oth floor openings 
should be enclosed in substantial fire 
proof construction; that exits should 
be situated remotely from each other; 
that fire escapes passing in front of 
unprotected windows are of little value: 
that the operation of counter-balanced 
ladders should at all times be unob- 
structed; that doors or traps to stairs 
which might be used as exits in case 
of fire should not be locked; that it is 
advisable to equip factory buildings 
with an efficient fire alarm which will 
not only warn employes, but call the 
public fire department; and that fire 
drills should be frequently and faith- 
fully practiced.” 








THE 


Home Office, 


Western Office, 





Continental (Fire) Insurance Company 


The Strongest American Company 


80 MAIDEN LANE, NEW YORK 


332 SO. LASALLE ST., CHICAGO 








Fidelity-Phenix Fire Insurance Company 


An active supporter of the 
American Agency System 


Home Office, 
80 MAIDEN LANE, NEW YORK 


Western Office, 
137 SO. LASALLE ST., CHICAGO 


HENRY EVANS, President, 80 Maiden Lane, New York 
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Incorporated to meet the wishes 
of American Agents and take 
over the business of the Fidelity 


AMERICAN BAGLE 
INSURANCE COMPANY 
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BROKERS ACTIVITIES 

















A Pretty Broad Coverage 

J. Le Verne Wood, of the New York 
State Insurance Department, was one 
of the speakers at the luncheon given 
by F. A. Wallis, of the “idelity Mutual 
Life in the Trinity Building Saturday. 
In discussing complaints against agents 
he said that there was little misrepre- 
sentation of insurance on the part of 
solicitors, most of the complaints in 
that line being against industrial in- 
surance agents. He told of one case 
where an industrial agent sold a man 
an industrial accident policy in such a 
manner that the buyer thought he was 
getting coverage against life insur- 
ance, accident insurance, burglary in- 
surance and fire insurance. 

aa * * 
War Contract Bonds 

Casualty company officials tell The 
Eastern Underwriter that there is 
considerable exaggeration about the 
amount of business being done in bond- 
ing contractors of war supplies. He 
says that the difference in the surety 
premiums of his company this year, 
compared with last, is less than $60,- 
000. A $16,000,000 war contract was 
recently signed, in which there was 
no bond of any kind executed by a 
surety company. 

* * 
Boston Brokers’ Ruling 

At the annual meeting of the Massa- 
chusetts Insurance Brokers’ Associa- 
tion it was ruled that members of the 
Boston board are not eligible to mem 
bership. S. E. Barton and E. M. Peters 
were re-elected president and secre- 
tary, respectively. 

x * * 
New Hampshire Resolution 

The brokerage resolution adopted 
last week by the New Hampshire Asso- 
ciation of Fire Insurance Agents fol- 
lows: 

Non-Resident Brokers.—We desire to 
go on record as favoring the payment 
of commissions to licensed non-resident 
brokers on property owned by non-resi- 
dents, provided the whole insurance is 
placed at the rates and rules which the 
risk is subject to locally, but that no 
ccmmissions should be paid to non-resi- 
dent brokers on property owned by re- 
sidents of the State. 

* * * 

New Paige & Co., Resident Partner 

Leonard Dammann, assistant general 
manager of the American Surety Co., 
has resigned to become a resident part- 
ner of John C. Paige & Co., and will 
bs located at their New York office, 
111 Broadway. He was formerly a 
Washington lawyer, and entered the 
surety business as general agent at 
Washington of the American Surety 
Co. He became assistant secretary of 
the National in 1906, and later was 
made vice-president. 

- - ca 
The $25 Auto Loss Reduction 

Is there any good reason why com- 
panies writing automobile insurance, 
should deduct $25 from every loss? 
asks a member of the Fire Brokers As- 
scciation of New York. “There may 
be some excuse for making a specified 
sum the minimum amount of any 
claim, but I fail to see the justice in 
paying a claimant only $5, when his 
actual loss is $30. Would it not be 
more equitable to make the clause 
read: ‘This company shall not be lia- 
ble for any loss unless the adjusted 
claim shall exceed $25.’ Such a clause 
would prevent owners from making 
small claims, in which the cost of ad- 
justment would exceed the amount of 
the claim, and permit them to collect 
the full amount of their loss.” 


L.. & L. & G. FIRST 

The first 1916 calendar from a fire 
insurance company to reach the office 
of The Eastern Underwriter comes 
from the Liverpool & London & Globe. 





INCORPORATING AGENCIES ISSUES ITS OWN PAPER PENNSYLVANIA MUTUALS 
New Law in Massachusetts in Opera- “The Federation News,” Published By Received from Policyholders in 1914 
tion—Mutual Insurange Agency National Council of Insurance $4,582,328; Losses, $3,574,867; 


Formed Federation Executives Expenses, $1,480,438 


Boston, Dec. 6.—The Massachusetts The first number of “The Federation Many New England mutuals entered 


law recently enacted, which permits News,’ published 


by the National Pennsylvania in 1914. Pennsylvania 


the formation of a corporation for the Council of Insurance Federation ex- mutuals which were incorporated dur- 
transaction of insurance agency busi- ecutives, has been received by The ing the year were the Canonsburg, 
ness only, has resulted in the forma- Eastern Underwriter. The cover con- Pa.; Hanover, Hanover, Pa.; Miners’ 


tion of the Mutual Insurance Agency tains the Federation’s platform. Mutual, Shamokin; Power City, Sha- 
Incorporated. The names _ identified “The object of the Federation is to mokin, Pa. 
with it include those associated with furnish its members and the general On December 31, 1914, the market 


the Fitchburg Mutual Fire, its presi- public with reliable information con- yajye of securities owned by Pennsyl- 
dent being Lincoln R. Welch, who is cerning the origin, nature and effect of yania mutuals was $15,169,444: total as- 
also president of the Fitchburg Mu- any and all legislation, the purpose or gets were $22 018,609; unpaid losses 
tual. The Company has a capital stock ratural consequence of which is to were $789,090; other liabilities were 
cf $10,000 with a par value of $5. make the State directly, wholly or in §5.100,577. The mutuals of Pennsyl- 


The New England Insurance Ex- 
change will shortly hold its annual 
meeting, the chief feature of which is . . 
the election of a new president. The leading article a 
committee appointed to nominate offi- GTay, chairman of 
cers consist of G. T. Forbush, W. F. Committee on 
Rice, C. D. Palmer, F. A. Wetherbee 
and H. Belden Sly. 


The second mutual to be formed > 

Rha “neg eee nceaphueattea © S&S. Diggs, founder; J. Morton Mor ° 
1 tu be known as he North American Pi, Kentuely; Jamies i. Jamivon, | For The Protection Of Its 
A ge ~coligiaay ig Be auens’, Iowa; Theodore Williams, Minnesota; olicy Holders 

futual Fire. Its incorporators§ are F. V. Thompson, Missouri; J. K. Liv- y 


Max X ioldblatt, president, and iv,ston, Michigan 


Meyer L. Levine, vice-president, and 


Max i. Gold Pg ca ; ingston, Michigan; Russell A. Algire, THE H A NOVER 
they have filed application for a char- Kansas; J. W. Henry, Pennsylvania; y 


Harve G. Badgeron, Illinois; George 


part, an underwriter of insurance haz- yania received from policies issued $4,- 


ards of any description. 582,328; received from assessments, $1,- 
The Federation 


News vagy as its 704,567; had total receipts of $7,438,- 
paper by Fred L. 287; paid for losses, $3,574,867; paid 
the Standardization for salaries and other expenses $1,480,- 


“Standardizing the 438; and had total expenditures of $3,- 
Business of Insuring Insurance.” Pic- §8§5 499. 

tures are printed, with biographies, of 
the following Federation presidents: 








ter. The headquarters will be in es “ Res Sa a 
Boston. W. Pangborn, member Executive Com- FIRE INSURANCE COMPANY 
mittee Indiana Association; N. -L. 
Boston Smoke Talk Whitaker, New York. HAS A 
. New organizati ray i Cash Capital ............... $1_,000,000.00 
On Friday of this week the Boston Peal agg ne pon mony ad ~— > — Eee 4,585,075.59 
Life Underwriters’ Association is to ~“ ‘ , Cash Surplus to Policy Holders 1,706,316.03 
hold a smoke talk at which the “Open The real strength of an insurance com- 
Forum” policy will be discussed. The ENTERS PENNSYLVANIA pon ce = pons an | oe poaeee 
‘ . cee inl oo oe sh aan managemen 
leaders are A. H,. C urtis, New England The Marquette National, of Chicago, OVER is an skesiate annie of the 
Mutual; C. C. Miller, Penn Mutual, jas entered Pennsylvania. security of its policy. 
and C. E. Fish, Phoenix Mutual, and R. EMORY WARFIELD ...... President 
they will be followed by the members JOSEPH McCORD ..Vice-Pres. & Sec’y 
WILLIAM MORRISON ..... Asst. Sec’y 





themselves in active discussion of the 


tepics assigned. These topics consist THE COMPANY WITH THE PYRAMID HOME OFFICE 


of the following subjects: Objections 





and How to Meet Them; Insurance a 
Young Man Should Buy, and Produc- 
tion—How to Increase it. 


A TASK FOR UNDERWRITERS 


When underwriters recognize their 
standing and strength as a part, a very 
important part, in the commerce of the 
world, they will refuse to be bulldozed 
by ambitious “statesmen,” and will, as 
recently occurred in various States, se- 
cure co-operation of the thinking busi- 





Hanover Bidg., 34 Pine St. 
NEW YORK 








“The L see * Fire Insurance Company 
merica 





ness community in setting aside cinch- 


ing State laws which are costly to the NEw HAMPSHIRE= 


insured and unfriendly to insurance, 





a: , | . . 3.303.575.2464 
says the Fireman's Fund in its paper ee 


972,327.26 


1,003.255.03 





te agents. This will secure economical 


and ‘safe ‘protection for business enter- FIRE INSURANCE Co. 















































sciniciciad eA Ea CASH CAPITAL’ - $5,000,000.00 
—- 300.404 ITS 78. 1 WM. B. CLARK, President 
HEAD LONG ISLAND AGENTS 190.017.4 1st a Vice-Presidents 
: FE ee HENRY E. REES A. N. WILLIAMS 

A. J. Corsa & Son, of Brooklyn, were 5,728, 900.34 1.084.808 | Secretary 

appointed head suburbar agents of the F eToM TED) i res-433-67 E. J. SLOAN 

Western Assurance of ‘Toronto for [6.350,079.09 | 1.725.713.78 _\ : Assistant_ Secretaries 

Long Island, on Tuesday. The agency TOTAL LIABILITIES $3.149,365.31 E. S. was OE, — 


had previously received the Brooklyn POLICY HOLDERS SURPLUS $3, 200,713.78 W. F. WHITTELSEY, Marine Secretary 





representation of the Western. 




















First National Fire 


ASSETS 

vet Wetter CENTS. .oa ccc cece ceewss cacunss 8 254,500.00 
I CI (rr cd ig pain. qe aed See aie wank deh 235,600.00 
Bemis (HAGMet VOM). onc ccccscvccccsccsene 972,966.29 
Cash in Banks and Office ...........--.5055. 38,387.53 
Agemtw BGIGMCOS .cccccccccccccccccceccccce 81,266.65 
Interest and Rents Due and Accrued........ 27,215.03 
All GGROP AMBOED ..nccccccccvcecccccsccsscess 4,692.31 

. errrrrercrereeT Tr re Terr l reer. os $1,614,627.81 


ROBERT J. WYNNE, Pres. 
New York City Agent, 
WM. SOHMER, 75 William St. 
New Yerk City. 





of the United States 


WASHINGTON, D. C. 
STATEMENT OF CONDITION DECEMBER 3lst, 1914 





Insurance Company 


LIABILITIES 

Outstanding Fire Losses ................2.-. 3 39,278.41 
Unearned Premium Reserve ...............+.. 744,603.01 
Accrued Charges on Real Estate............ 18,646.29 
BED GED Te cciccs - 2s avcesesencecec. 8,156.78 
Capital Stock Fully Paid ........ $877,275.00 
Capital Stock Partially Paid...... 22,260.70 
a PS ere rye ee eee eee 404,407.62 
Surplus to Policyholders ...............0.55.:. $1,303,943.32 

TE Kdderwinetweneeleesseeesecessax ae $1,614,627.81 


JOHN E. SMITH, Managing Underwriter 
Brooklyn Agent, 
FRANK ECKEL BECKER, 153 Remsen St. 
Brooklysm, N. Y.. 
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APPOINT SVEA U. S. MANAGERS 


J M. WENNSTROM, B. R. MOWRY 





Mr. Wennstrom From Home Office, 
Sweden; Mr. Mowry Started With 
Company as Agent 


The announcement of the appoint- 
ment of J. M. Wennstrom and Benj. R. 
Mowry as United States managers of 
the Svea Fire & Life Insurance Com- 
peny of Sweden, has aroused much 
speculation as to whether this will 
mean any change in the ultra conser- 
vative policy of the Company in this 
field. Mr. Wennstrom is known 
among the smaller agents of the Com- 
pany and but few in th‘s country have 
had the opportunity to meet him. He 
comes with a splendid foreign reputa- 
ticn. Mr. Mowry, however, is well 
known among the field force and espe- 
cially in the East. He is a man who is 
quick to recognize the true bearing of 
local conditions and has made a favor- 
able impression on all who have come 
in contact with him during his connec- 
tion with the Svea. 

The Journal of Commerce in describ- 
ing the careers of the new managers 
seid : 

Mr. Wennstrom graduated in 1897 
from the Institute of Technology at 
Gothenburg, Sweden, as mechanicas 
engineer, and thereupon entered the 
engineering school of the University 
cf Zurich, Switzerland, from which he 
graduated as civil engineer in 1900. 
Immediately after receiving his degree 
as civil engineer Mr. Wennstrom went 
with the Bern-Neuchatel Railroad Co. 
as division engineer during its con- 
struction. In 1902 he returned to Swe- 
den and was appointed deputy to the 
commissioner of public works, at Hel- 
singborg, as engineer in charge of the 


not 


cunstruction work of the Swedish ex- 
position at that city, 1902-03. Upon 
completion of this work he entered 


the service of the Svea as inspector in 
the home department. In 1907 he was 
transferred to the foreign department 
and given the title of general inspector. 
He has made several visits to this 
country. 

Benjamin R. Mowry entered the em- 
ploy of the Providence-Washington at 
its home office, when 16. He remained 
for fourteen years, working up from 
filing clerk to the charge of the local 
department of that Companv In 190% 
he entered the local agency business in 
Providence, becoming manager of the 
insurance department of the Isaac L. 
Goff Co., a real estate firm in that city. 
As manager, he accepted the local 
agency of the Svea. On April 1, 1904, 
he was appointed special agent of the 
Svea, for Massachusetts, Rhode Island 
and Connecticut. 

The Svea’s business in New England 
having reached considerable propor- 
ticns, he resigned his local interests, 
and from 1907, devoted all his time to 
special agency work for the Svea, cov- 
ering eastern New York State as well 
as Massachusetts, Rhode Island and 
Connecticut. In 1911, Mr. Mowry re- 
signed his position with the Svea to 
become the associate special agent of 
the Fire Association for New England, 
but returned. On October 1, 1911, 
after an absence of two months. he 
again became associated with the Svea, 
as assistant to Mr. Duncan, with the 
title of superintendent of agencies, 
which position he held until Mr. Dun- 
can’s death, on April 21, 1915, when 
he was appointed by the Company as 
its acting United States manager, pend- 
ing the appointment of a permanent 
successor to Mr. Duncan. 

R. T. Aitchison, agent of the New 
Hampshire Fire in Columbus, Kan., is 
a clever cartoonist. 


W. E. Griffth is with Wickham & 


Kemp, New York. 


LOOKING FOR RATE EXPERT 


Pennsivania Insurance Department to 
Have Man in Charge of Discrimi- 
nation Bureau 


It is reported that the Pennsylvania 
Insurance Department, having secured 
from Wisconsin a man to take over 
Workmen's Compensation detail, is 
now looking for a man to be in charge 
of the department which will see that 
there is no discrimination practiced 
under the new fire insurance laws. 
Deputy McCulloch has been swamped 
with work for months. He was in the 
distressing position of having new com- 
pensation and fire insurance legislation 
become effective at the same time. So 
far he has been busy at conferences 
helping to straighten out the Compen- 
sation tangle. In fire insurance noth- 
ing has been done yet except filing of 
ecnstitution and by-laws of the rating 
organizations; and filing of some rates. 
Mr. McCulloch has been in the Penn- 
sylvania Department for thirty years, 
avd is an able insurance official. 


LARGE BALTIMORE AGENCIES 


Maury & Donnelly-Williams & Thomp- 
son Co. in the Lead—Six 
Months’ Figures 





The leading fire insurance agency in 
Baltimore is the Maury & Donnelly- 
Williams & Thompson Co., which for 
the first six months of this year had a 
premium income in Baltimore and 
vicinity of $106,809. Its leader is the 
Hartford with $31,183. Next comes the 
Nerthern of London with $21,213. 

A number of other agencies are in 


a neck and neck race for premium 
supremacy. They are Parr & Parr, 
with $44,358 premiums for first six 


months of 1915; E. J. Richardson & 
Sons, with $51,403; Riggs-Rossman 
Co., with $41,375, all with one com- 


pany—the National of Hartford; W. T. 
Shackelford & Co., with $55,263; Home 
Insurance Agency, representing the 
Home of New York, with $50,000; and 
Rial-Jackson Co., with $46,597. Harry 
T. Poor & Co. had premiums of $32,501 
in the Baltimore district. 


F. B. STONE RETIRES 


Forty-five Years on William Street— 
Succeeded by Louis H. Eckhardt 
Formerly of Coast 


F. B. Stone has retired as head ac- 
countant of the North British & Mer- 
cantile after forty-five years of contin- 
uous service. At one time he was a 
N. B. & M. agent. His successor, 
Louis H. Eckhardt, came here from the 
Pacific Coast a few years ago. He has 
been with the Company twenty-five 
years, beginning as a clerk in the Pa- 
cific Coast branch. He is a hard work- 
er and won his promotion on sheer 
merit. 





NEW BALTIMORE MUTUAL 


The Lumber & Trades Mutual Fire 
Irsurance Co. of Baltimore has filed 
its papers with the Insurance Depart- 
ment of that State. The officers are 
R, D. Tweeddale, president, and John 
M. Getz, secretary. The company is 
to have five directors, and will insure 
against loss by fire an~ house, tene- 
ment, factory, barn or other building, 
ard on goods, wares, merchandise and 
effects, and on household furniture 
and on hay, grain and other agricultu- 
ral products in barns, stacks or other- 
wise, and generally on all kinds of 
goods, wares, merchandise, and effects. 





NEW ENGLAND FIELD CHANGE 


O. E. Cook, special agent of the Fi- 
delity-Phenix Insurance Company, has 
been appointed general agent for New 
England of the Insurance Company of 
North America, of which C. B. Parker 
& Co. of Hartford are New England 
managers. 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 


INCORPORATED 1811 


Agents Desired at Unrepresented Points 








Assets 


Surplus 


ord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 


ESTABLISHED 1857 
STATEMENT JANUARY I, 


ee ee ey 


UNITED STATES BRANCH 

123 WILLIAM ST., NEW YORK 

J. H. LENEHAN, 
AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 


1914 
cceeece $1,439,399.53 
578,631.12 


869,768.41 


United States Manager 








Are Your Insurance Affairs 
Satisfactorily Handled? 


ARTHUR F. HOUTS & CO., Inc. 
GENERAL INSURANCE 

123 William Street, New York City 

Expert attention to brokerage busi- 

ness and excellent facilities for hand- 


ling insurance anywhere in the 
United States and Canada. 











380,000 INSURANCE AGENTS 





Number of People Deriving an Interest 
in Insurance Business in 
America 2,000,000 


The Insurance Federation, in its pub 
lication “The Federation 
mates that there are 380,000 people in 
the United States 
agents. 


News,” esti 


who insurance 


It estimates that 2,000,000 peo 


are 


ple make their living because of 


association with 


their 
insurance. Other 
the 


given by 


sta 


tistics relating to insurance busi- 


ness are “The Federation 


News” as follows: 


Insurance premiums paid 
annually in the United 
States (approximately) 

Fire insurance premiums 
paid annually in the 
United States (approxi- 


$2,000,000,000 


a eee 350,000,000 
Casualty insurance pre 

miums paid annually 

in the United States 


(approximately) ...... 
Total assets of life insur- 

ance companies and as 

sociations in the United 

States (estimated) .... 5,230,000,000 
Total assets of fire insur- 

ance companies in the 

United States (approxi- 


150,000,006 





ee eee 825,000,000 
Paid to policyholders and 

beneficiaries of life in- 

surance companies and 

associations in the 

United States (esti- 

EN Shand tsa twated ern 2,000,000 
Membership of fraternal 

benefit societies (esti- 
a 9,000,000 
Membership of farm mu- 

tual and co-operative 

fire companies  (esti- 
ee 7,000,000 

Mortgages in Western Canada are 
invariably made repayable in instal 
ments, 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Statement, January 1, 1915 
Cash Capital ...... $1,000,000.00 


MS Sea xe wen des 7,284,654.80 
Net Surplus ....... 2,486,142.59 
Surplus for Policy 

POE scweness 3,486,142.59 


HEAD OFFICE: 
Cor. William and Cedar Streets 














TOLL OF CARELESS SMOKING 
Eleven Per Cent. of New England 
Fires Attributed to This 
Cause 
The Underwriters’ Bureau of New 


England is a private organization main- 
tained by 52 of the biggest fire com- 
panies. It exists for the purpose of 
obtaining intimate surveys and inspec- 
tions on risks on which the member 
companies carry extensive lines— 
particularly sprinklered equipments 
throughout the New England States. 
Its recent annual meeting in Boston 
was a purely formal occasion for it 
has for many years been conducted 
with exceptional ability by manager 
and secretary, Gorham Dana, and the 
annual meeting has come to be pure 
routine. Although the proceedings are 
private, once a year at this annual 
meeting, it gives out a report of its 
experience which is always interesting. 
Its reports made by about two score 
inspectors numbered 12,764. Owing to 


the absence of conflagration the past 
year was not bad for the risks under 
inspections. Two fires on sprinklered 
risks proved total losses, one due to 
the human equation, a stupid watch- 
man. The other was a highly inflam- 


mable risk which was utterly consum- 
ed because of inadequate water supply. 
Eleven per cent. of these fires was due 
to careless smokers. 

Gorham Dana was re-elected 
tary and manager and George Neiley 
of the Royal was re-elected treasurer. 
W. P. Burpee of the New Hampshire 
was elected chairman of the executive 
committee. 


secre- 
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NEW JERSEY NOTES 




















TO MOTORIZE DEPARTMENT 





Conditions at Bayonne, N. J., Reviewed 
By National Board of Fire 





Underwriters 
Under the commission form of govern- 
ment it is believed that more favorable 


action with reference to improved fire 
fighting facilities in Bayonne will be 
secured in 1916. Ten more full-paid 
men will be added to the fire force by 
January, 1916. The present policy is 
gradually to motorize all fire denpart- 
ment apparatus. A new fire headquar 
ters is under contemplation. 

The National Board says: “The 
present administration is looking for- 
ward to early and favorable action with 
reference to the three most important 
recommendations, namely: Increasea 
pressures, additional connections to the 
30-inch main in Avenue E, and the in- 
stallation of more hydrants in the high 


value districts. The 12-inch main on 
22nd street, between Broadway and 
Avenue I, is being replaced with 16- 


increase the supply to the 
Hook district. 

“The New York and New Jersey 
Water Company has expressed a wil- 
lingness to co-operate in- bringing 
about the increased pressures and the 
additional connections to the 30-inch 
main artery, as recommended, but until 
there is a very material increase in the 
consumption, does not feel justified in 
installing the 36-inch recommended at 
the Hackensack river crossing.” 


inch, to 
Constable 


SETTLE SCHOOL INSURANCE 





Newark’s Municipal Commission Agrees 
to Binder of $2,787,500 Covering 
Building and Contents 





The Newark Board of Education 
takes the position that it is not com- 
pulsory to insure schools with the 
Newark InSurance Commission. Pro- 
tection of? $2,552,000 on schools, taken 
out three years ago, expired on Mon 
day. After considerable dispute the 


question was settled for the time being 
by the Municipal Insurance Fund Com- 
mission issuing a binder for forty-five 
days on $2,787,900, covering forty-five 
buildings and contents. 

Charles N. Meyers, counsel for the 
school board, was asked by a city com- 
missioner if the board intended to take 
the insurance away from the Municipal 


Fund Commission. He replied that 
insurance was regarded as a “supply” 
and that under the law the board had 
to advertise for any supply in excess 
of $250; he also wanted to find out 
what he termed the reasonableness of 


rates of insurance companies. 


WHO’S GOT COLLINSON’S CAR? 
The loss record of the Hartford Fire 


in New Jersey received a jolt when 
the 1915 Buick of Special Agent Dan 
Collinson, of the North British & Mer- 
cantile, was stolen from in front of the 
Fssex Building a few days ago. The 
Buick insurance fleet in Newark is 
headed by W. M. Nautlty, local agent; 
and Frank L. Armstrong, rater. Judge 
Frank Taylor, of the Hartford, will 
personally adjust the loss. President 
Dedd, of the Good Practice Club, may 
be the referee. If there are any in- 
teresting, knotty points brought out in 
the adjustment, a paper will be read 
on the subject at the next session of 


tke New Jersey Field Club 
THIRTY-SEVEN YEARS OLD 
The Kirkpatrick Agency in New 
Brunswick is thirty-seven years old. 
The agency is now run by J. Bayard 
aud Andrew Kirkpatrick, of the 
founder. The agency has represented 
the Commercial Union from the start. 
Other companies in the agency inglude 
the Hanover, Insurance Co. of North 
America, North British & Mercantile, 
Phoenix of London, and Boston. 


sons 


HOBOKEN FIRE 


Hammond & Sengstacke Controlled In- 
surance on Hexamer Riding Acad- 
emy—Tank Explosion 


As a result of a gasolene tank explo- 
sion, the Hexamer Riding Academy on 
Hudson street, Hoboken, was destroyed 
by fire on Wednesday this week. 
The total amount of insurance on the 
buiiding was $25,000 and contents $12,- 
000. The line was controlled by Ham- 


of 


mond & Sengstacke, 95 River street. A 
number of automobiles were burned. 

The insurance was distributed in the 
following companies: 

Building—North British & Mer. $10,- 
000; Aetna $2,500; L. & L. & G. $2,500; 
Springfield $5,000; Newark 2,500; 
North River $2,500. 

Contents—L. & L. & G. $1,800; North 
grit. & Mer. $6,000; Scottish Union & 
Natl. $2,400; American, Newark $1,800. 


RE-ELECT DIRECTORS 
At a directors’ meeting of the New- 
ark Fire Insurance Company, five di- 
rectors whose terms expired this year, 
three 


were re-elected for a term of 
years, namely, George F. Reeve, Win- 
ton C. Garrison, J. Henry Bacheller, 


Joseph M. Byrne and Uzal H. McCarter. 


MORE MUNICIPAL INSURANCE 

An ordinance establishing a muni- 
cipal fire insurance commission to con- 
sist of the Mayor and two others, was 
adopted by the City Council of Eliza- 
bets, N. J., at a meeting held Decem- 
ber 7. The ordinance was adopted with 
a view to taking over the insurance 
cn municipal buildings. 


GETS TWO COMPANIES 
The Smith-Case Co., Newark, has 
cured the Nord-Deutsche and Allemania 


se- 


fer Newark and vicinity. 
RUSSIAN LOSSES 
One Day’s Report of Fires—Great 
Tracts of Territory Burn in 
One Day 
American forest fires are inconse- 
quential compared to those in many 
parts of the world. In his interesting 
book “The New Russia,” Alan Leth- 


bridge quotes the following list of fires 


published by Russian papers in one 
day: 

“In the Archangel Government three 
fires of unknown extent were raging 
in the White Sea region, while contig- 


uous to the Vologda Government there 
was one estimated at over 70,000 acres, 


which was necessitating the employ- 
ment of soldiers from Petrograd to 
quell it. In the Vitebsk Government 


there were 25,000 acres burning, while 
in the Vladimirsky Government a great 
fire was raging, extent unknown, Volog- 
da reported one fire of 12,000 acres, one 
of 36,000, and railway communication 
was being hampered. From Kostroma 


five fires were reported in different 
sections of great value. In the Baltic 
provinces twenty fires were reported, 
covering approximately an area of 


§,000 acres and railway communication 
was seriously impeded. Novgorod 
boasted of six blazes and added the in- 


formation that soldiers, police and 
peasantry were fighting hard. Pskoff 


3,700 acres burned clear. In 

two villages were totally de- 
From Samara and Tver came 
there were fifty different 
fires which were taking a serious turn, 
timber-and turf burning wholesale, And 
finally Yaroslav troubled not about un- 
necessary details but contented itself 
with the curt message, ‘Extent of fire 
enormous and beyond control; river 
navigation being carried on under 
most difficult circumstances owing to 
smoke.’ ” 


admitted 
Riazan 

stroyed. 
news that 





Capital Stock 
Re-Insurance Reserve .... 
Reserve for Unpaid Losses 


NET SURPLUS 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 


Firemen’s Insurance Co. Newark, N. J. 


Statement January 1, 


1915 
Chbh1OA sete ReeRES Eee“ eeaeseee See 
(awk n wl deshuwee eek 2,922,524.02 
and All Other Liabilities 450,413.57 
Sie eden date eae Ade a TR ee ee 2,528,182.77 


es ok: ae 


During a successful record of 59 years this Company nas paid losses exceeding 


$14,000,000.00 


DANIEL H. DUNHAM, President 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 











THE PRINCIPLE OF MUTUAL INSURANCE 


Situation Diagnosed by Ocean Accident and 
Guarantee Corporation, Ltd. 








Expenses in insurance correspond to 
the gasoline, the steering gear and the 


brakes on an automobile. If you do 
without any of them you either stop 
going, don’t know when you _ are 


going, or go too fast when you come to 
danger or a down grade. 

In conducting insurance, expense is 
the price paid to establish service and 
efficiency. A dollar of expense often 
means many a dollar saved in losses, 
and generally at least justifies the in- 
vestment. And as a general principle 
this is true everywhere. For example: 

A report on the insurance companies 
of France for a recent year, shows 
that, compared with mutual companies, 
the expense rate of stock companies 
was two per cent. higher but the loss 
rate over five per cent. lower. 

Yet when ambitious mutual planners 
obtain that little knowledge which is 
the dangerous thing they decide that 
at least some of the stock insurance 
expense is unnecessary. But when a 
man pays an expense strictly out of 
his own pocket, no matter what the 
business connection, it is a reasonable 
proof that it is a necessary expense; a 
thing to be fairly assumed regarding a 
stock company risking its own invest- 
ment. 


Service 
Let any who are invited to criticize 
the expense ratio shown in the state- 


ments of stock companies realize that 
those expenses are paid to protect and 
preserve business, their very own busi- 
ness, in which they invest capital. This 
expense represents the following insur- 
ance equipment: 

(a) Service which explains, 
and delivers insurance. 

(z) Service which investigates and 
pays losses. 

(a to z) The whole alphabet of insur- 
ance activity devoted to the service 
and protection of policyholders. 

The mutual company that expects to 
show an “insurance profit’ while they 
shun expense and slight equipment is 
expecting to get something out 
(profit) without putting something in 
(equipment). And equipment means 
more than that which relates to the 
care of business. There is the equip- 
ment necessary to progress; for expan- 
sion and continuous development are 
essential in insurance, because unless a 
company can get a wide range of aver- 
ages it either gets hit quickly without 
having enough premiums from all 
sources to balance up, or, going free 
for a while, thinks it is getting along 
better than it is. A trouble with mu- 
tual or other makeshift organizations 
is that they find expansion and develop- 
ment difficult and often impossible 
without paid agents who make things 
go for bread and butter and who could 
earn it in their work of taking out facts 
and bringing facts in; while as for the 
helpfulness of the part played by mu- 
tual insurance members and policyhold- 
ers under similar uncapitalized plans, 
what is everybody’s business is no- 
body’s business, and real expansion 


secures 


and development can never be attained 
unless the insurance plan employs the 
kind of men whose business it is to 
keep what they represent in the public 
eye easy of recognition and at the same 
iime make easy of recognition to those 
who are conducting the insurance what 
the public wants and that part which 
may safely be supplied. 


The “Profit” in the Other Man’s Busi- 
ness 


In all the affairs of life as the world 
has gone along, the great development 
that came and was called business, was 
the making of a part of everybody’s 
business somebody’s business. A part 
of everybody’s business is the need of 
insurance. So the somebody they want 
for this need is the regular insurance 


man. He has insurance to sell. He 
has had experience. You need him. 
Thus A’s need is B’s business. But the 


“mutual” man invites A to shun B and 
make his need his own business. He 
invites you to come and get experience 
of your own. He tells you B is charg- 
ing you too much, and would get you 
to go into some “cheaper cost” enter- 
prise which is of a kind that almost 
invariably turns out to be of benefit to 
but a few and these few are the ones 
who are not interested for the purpose 
of securing insurance for themselves, 
but who are active in “managing” the 
undertaking to make money. 

That easy argument of the promot- 
ers of mutual or semi-mutual compan- 
ies, concerning casualty insurance 
profits, convincing as it is to the un- 
initiated, is not only misleading but 
really no argument at all, for there 
are no profits in the only part of the 
insurance problem with which mutual 
insurance primarily deals. 

An analysis of the returns of the 
casualty and miscellaneous insurance 
companies (not fire or life) covering 
the operations of the year 1914 shows 
an underwriting loss for the principal 
companies far exceeding that of any 
previous year since the companies have 
been required to file their underwriting 
and investment exhibits. The 71 com- 
panies lost last year through their un- 
derwriting transactions, in the aggre- 
gate, $2,854,560. The 71 companies 
paid out in losses and expenses 102 per 
cent. of the premiums charged for their 
policies. 

Yet even such proofs as this of the 
hopelessness of low-cost plans will not 
change human nature, and one scheme 
or another will continue to find a fol- 
lowing. 

For how often we say when we pay 
a bill: “There must be money in that 
business.” And how often the next 
thing we hear is that the man who was 


so blessed with the “profits” toward 
which we contributed has gone into 
bankruptcy. As we were the buyers, 


and our knowledge stopped there, all 
we knew was what we had to pay. We 
saw his product but we didn’t see his 
troubles. 


(To be continued.) 
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50% ACCIDENT COMMISSIONS 


LID’S OFF IN MIDDLE WEST 
Sharp Criticism and Complaints to 
Commissioners—Views of Massa 
chusetts B. & I. 

Where will be competition for acci- 
dent business stop? Information re- 
ceived by The Eastern Underwriter 
from the Middle West is to the ef- 
fect that some companies are openly 

offering 50 per cent. commissions. 
Complaints have already been made 
the insurance commissioners. 

In the East a sharp criticism of acci- 
dent bonus was made this week by the 
Massachusetts B. & I. Co., which says 
in part in a statement to agents signed 
by Harry E. Moore, of the accident and 
health division: 

“Why are such expediencies neces- 
sary? Is it necessary to bribe you to 
the task of earning your daily bread? 
Is the selling of accident and health 
insurance attractive to you only at such 
times as your company, out of the gen- 
erosity of its heart, offers a special pre- 
mium for your services? I sincerely 
hope not. If the companies can afford, 
during the last two months of the year, 
to pay you a five or ten per cent. bonus 
commission, and in addition give valu- 
able prizes in the shape of diamond 
stick pins, gold watches, etc., isn’t it 
natural for you to conclude that they 
are not paying you during the other 
ten months as much as you are justly 
entitled to. And, why not arrive at 
the bottom of the matter, and arrive 
at a proper rate of compensation which 
the companies could stand, and which 
would also be adequate to satisfy you 
that the line was one to which you 
could give regular and systematic at- 
tention? As a matter of fact most in- 
surance men are well agreed that com- 
missions paid for accident and health 
insurance are now adequate, and, in 
fact, really too high. Such being the 
case, the real solution of the problem 
would be for agents to be far-sighted 
enough to work just as enthusiastically 
throughout the entire year as when, 
for a short period, they may hustle to 
get the small benefit of a prize or a few 
dollars extra commission. Just figure 
out for yourself how much larger your 
annual income would really be at the 
regular rate of commission if, from one 
year’s end to another, you would work 
regularly, enthusiastically, and _  sys- 
tematically on the sale of accident and 
health insurance.” 


to 


COMING TO NEW YORK 


E. A. St. John, Manager of Chicago 
Office of National Surety Co., 
Promoted 
Announcement is made by Wm. B. 
Joyce, president of the National Surety 
Company, that E. A. St. John, now man- 
ager of the Chicago office of the Na- 
tional Surety Company, has accepted 
the appointment as assistant to the 
president of the National Surety Com- 
pany, and will take up his duties in 
New York about February 1st. Mr. St. 
John has been associated with the Chi- 
cago office of the National Surety Com- 
pany for the past seven years and has 
shown remarkable aptitude in the de- 
velopment of business. He is regarded 
one of the best surety men in the 
United States having shown unique en- 
terprise in developing the Illinois busi- 
ness of the National Surety Company. 
For many years the National Surety 
Company has been under officered, and 
the addition of Mr. St. John to the offi- 
cial force will greatly augment the ad- 

ministrative staff of the company. 

It is understood that no other 
changes are to take place in the official 
staff of the company, excepting that 


Wm. C. Armitage will succeed Leonard 
Dammann, resigned, Howard Abrahams 
succeeding Mr. Armitage and J. R. 
Wells succeeding Mr. Abrahams. 


AMERICAN INDEMNITY CO. 
Because of Large Premium Increase 
$250,000 Will Be Added to Surplus 
and Capital 





The American Indemnity Co, wrote 
$189,552 in premiums during 1914. In 
1915 it will write $425,000. Its total 
assets are now almost $1,000,000. To 
take care of its increased business the 
Company will reduce its present capi- 
tal by $200,000 and add to its surplus. 
It will sell $200,000 of new stock at 
$133.33, reserving its subscription first 
for all present stockholders of record, 
to be subscribed for by them not later 
than December 29. The capital will 
then be the same as at present, $500,- 
0¢C0, and its surplus will be increased 
by $200,000 on account of the transfer 
outlined, and, in addition the $66,666.66 
premiums paid on the new stock. The 
transaction will add to the present 
capital and surplus at least $250,000. 


PACIFIC MUTUAL RIDER 


Additional Accident and Sickness In- 
demnities Under Annual Dividend 
20 Payment Life Policy 


On page 3 of this issue of The East- 
ern Underwriter will be found a de- 
scription of a rider to the Pacific Mutu- 
al Life’s annual dividend 20 payment 
life contract providing for additional 
accident and sickness indemnities on 
a weekly basis and also for the pay- 
ment of an additional accidental total 
loss benefit equal to the amount of the 
natural death benefit under the life 
insurance contract, in the event of the 
insured, as a result of an accident, 
either losing the sight of both 
or having two hands, two feet or a 
hand and foot amputated, or dying as 
the result of accidental bodily injuries. 


eyes 





SOUTHERN-INTERSTATE MERGER 

On November 15, 1915, the stockhold- 
ers of the Interstate Casualty and 
Guaranty of Albuquerque, New Mexico, 
by unanimous vote, ratified the terms 
of an agreement entered into between 
the directors of this company and the 
Southern Surety Co. on August 19, 1915, 
by which the two companies consoli- 
date, the continuing company being the 
Southern Surety Co., and the Interstate 
giving up its name and surrendering 
its charter. This consolidation has 
been under consideration by the offi- 
cers of both companies since July, 1915. 
The arrangement is effected by the 
stockholders of the Interstate surrend- 
ering their shares of stock in exchange 
for shares of stock of the Southern on 
a basis satisfactory to both companies. 
Under the terms of the merger O. N. 
Marron, who was president of the In- 
terstate, and Secretary Blainey become 
members of the board of directors of 
the Southern Surety Co. Mr. Blainey 
will continue in the service of the 
Southern as manager of a branch office 
to be established at this point, hand- 
ling a big block of Southwestern terri- 
tory. The action of the stockholders 
of both companies, covering the consoli- 
dation, was taken before the merger of 
the Southern with the Southwestern, so 
that the consolidation will only have 
the effect of adding additional asserts 
to the continuing company. 





APPOINT SMITH-CASE CO. 

The New Amsterdam has appointed 
the Smith-Case Co., Inc., Newark, N. J., 
general agents for the Counties of 
Union, Essex and Passaic and the Town 
of Harrison, succeeding the agency of 
Upton, Butler & Fishler, who have re- 
tired from business. 
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ACCIDENT-HEALTH MEETING 
WILLIAM BROSMITH IS HONORED 
Session “@ Geren Held at 


Astor Wednesday—Twenty- 
four Company Members 


Annual 
Hotel 


At the annual meeting of the Bu- 
reau of Personal Accident and Health 
Underwriters at the Hotel Astor, New 
York, on Wednesday, William Bro- 
Smith, general counsel of the Travel- 
ers Insurance Company, was elected 
chairman of the governing committee. 
Walter C. Faxon, of the Aetna, and re- 
tiring chairman of the governing com- 
mittee, who presided, announced that 
there were now twenty-four company 
members of the Bureau, most of which 
were represented at the meeting. 


Mr. Faxon also announced that he 
bad made application to the Interna- 
ticnal Association of Casualty and 


Surety underwriters for membership of 
the Bureau in that association, and the 
application of the Bureau had been ac- 
cepted. 
Inadequate Rate Complaint 

Under new business, D. C. Mce- 
liityre, manager of the commercial ac- 
cident and health department of the 
New England Equitable Insurance Com- 
pany, complained of the practices of 
some companies in writing beneficiary 
insurance at inadequate rates. Chair- 
rian Faxon described some of the expe- 
rience that the Aetna had had on this 
class of business and recommended 
that the Bureau adopt a minimum rate 


of $1 per $1,000 for beneficiary insur- 
ance instead of the $.20 per $1,000 
that had been the accustomed rate 
heretofore. No action was taken on 


recommendation. 
Faxon raised the question 
salaried manager to 
the routine affairs of 
compile such statis- 
need. Richard C., 
Thompson, of the Maryland Casualty, 
recommended the and called at 
tention to the added attraction for out- 
side companies to join the Bureau 
should its facilities for compiling sta- 
tistics be perfected. H. G. B, Alexan- 


this 

Chairman 
of employing a 
take charge of 
the Bureau and 
tics as it might 


step 


der, president of the Continental Casu- 
alty, objected to the measure as an 
added expense unwarranted at this 


of the Bureau and 
the management of 
the affairs of the Bureau be continued 
in the hands of Secretary-treasurer 
K. Robertson Jones, until such time as 


stage of the growth 
recommended that 





they require more detailed attention. 
This course was pursued. 
Missouri Situation 

Chairman Faxon reported favorably 
on the work of the membership com- 
mittee under the leaaership of E. W. 
De Leon, president of the Casualty 
Company of America. He also describ- 
ed the work done by the committee on 
statistics, of which B. D. Flynn, as- 
sistant secretary and actuary of the 
Travelers is chairman. He reported 
regarding the Missouri situation that 
the Standard Accident and the Colum- 
bian National Life had not advanced 
their rates in that State as recom- 
mended by the Bureau, which also 
limited the coverage on commercial ac- 


cident policies to $1,000 on any one 
risk. The sense of the discussion re- 
garding the so-called suicide law of 


Missouri seemed to be that the agents 
were not in co-operation with the com- 
panies in standardizing the policy pro- 
visions covering this one point and 
that they should be disciplined. 


The last step on the order of the 
n.eeting was the election of the gov- 
erning commitee. The following com- 
panies were elected as members: 


Fidelity & Casualty, Continental Casu- 





ality, Globe Indemnity, Pacific Mutual 
Lite, New England Equitable, General 
Accident, United States F. & G., and 
Casualty Company of America. 
A HOLIDAY POLICY 
Issued By Accident Department of 
American Bankers of Chicago— 
$10 Premium 
The accident department of the 


American Bankers Insurance Company, 
of Chicago, is issuing a special policy 


to be sold only during the holiday sea- 
son. The policy, known as “The Holi- 
day Special,” gives the largest benefits 


for a premium of $10 annually that any 
company is’ giving, says Manager 
Stoker, of the accident department. 
“We are able to make this unusual of- 
fer,” he adds, “because the company 
will receive the first year and on re 
newals 100 per cent. of the premium 
without any agency commission.” 


B. F. Showalter has been 
general agent for Maryland 
Massachusetts Accident Company, suc 
ceeding J. F. Foy Mr. Showalter is a 
young man of experience 


appointed 
for the 





92 Liberty Street, 


Semi-Annual Statem 
Assets pe ; 

Liabilities 

Capital 

Surplus over all liabilities 

Losses paid to June 30, 1915 

This Company issues contracts as follows 

Health and Disability Insurance; Burglary, | 
Insurance; Liability Insurance—Employers, 
erty Damage), Automobile (Personal 


surance; Fly Wheel Insurance. 





The Fidelity and Casualty Company of New York 


njury, Pr yperty Damage and Collision), Physicians, 
Druggists, Owners and Landlords, Elevator, Workmen's 


New York, N. Y. 


ent June 30, 1915 
eee .  $11,764,957-75 

8,129,567.28 
1,000,000 .00 
2,635,390.47 

. 50,512,471.85 





Fidelity Bonds; Surety Bonds; Accident, 
arceny and Theft Insurance; Plate Glass 
Public, Teams (Personal Injury and Prop- 


Compensation—Steam-Boiler In- 
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End Surety War 


The mad scramble for surety and 
ficelity business ended when fourteen 
companies signed an agreement not to 
pay brokers in excess of 15 per cent. 
commission. The only two companies 
not signing, the Casualty Company of 
America and London & Lancashire, 
had not been in the rate war. 

Up to the time the announcement was 
made commissions had jumped to 30 
per cent., which rate was later followed 
by one company offering an additional 
16 per cent. bonus on business paid for 
within ninety days. Some of the offi- 
ces which openly offered 30 per cent. 
were not agreeing to pay more than 15 
per cent. on the renewal premium, the 
30 per cent. only applying to the first 
year’s premium. The companies sign- 
ing the 15 per cent. and no more com- 


mission to licensed brokers are the 
Aetna, American, F. & C., F. & D., 
Globe, Hartford, Illinois, Maryland, 


Massachusetts, National, New England, 
Fquitable, Royal, Southern and U. S. 
I’. & G. 
~ - * 

Pressure rrom Collection Departments 

The accounting departments of near- 
lv all companies are getting very busy 
and the pressure on brokers for premi- 
ums is becoming severe. The cam- 
paign to get in outstandings appears to 
be even more determined than usual 
this year, and brokers will have to ex- 
tend their resources if they feel dis- 
posed to advance any of their custom- 
€érs premiums to prevent cancellations. 
This practice while commendable in a 
way, is hazardous, as the pressure for 
payment of all collected premiums is 
becoming very strong. Therefore, bro- 
kers unless well fortified with a big 
bank roll, take chances in making any 
advances without first liquidating all 
their collected accounts and making 
sure that such payments are properly 
credited on the policies for which the 
assureds have paid. Just at this sea- 
son when licenses are being renewed 
it would be very embarrassing to have 
a cancellation notice go out on a policy 
the premium for which had been paid 


to the broker. 
* - - 
Mr. Fibel Back 
President Louis C. Fibel, of the Great 


astern Casualty Company, has return- 
ed from an extended Western trip, dur- 
ing which attended the World’s In- 
surance Congress, to which he was a 
delegate. Mr. Fibel appears in his usu- 
él genial spirits and seers confident of 
at. industrial boom both in the West 
and East in the near future. Mr. 
Fibel’s convictions are founded on his 
observations of conditions while on his 
Western tour. He atended the Insur- 
ance Commissioners’ convention this 
week. 


he 
n 


* * « 


A. C. Johnson Here Again 
Alfred C. Johnson, former first 
president of the New England Casualty 
Company of Boston, is back in this 
town. The’ well-known friendship 
existing between him and D. W. Arm- 
strong, Jr., of the Armstrong Agency, 
has led to the report that Mr. Johnson 
would become associated with that of- 
fice. This has, however, not been con 
firmed up to the present, although Mr. 
Johnson is frequently seen in the office 


of the Armstrong Agency 
* 7 * 


vice 


S. H. Wolfe's Liability Reserve Position 

The joint conference last Saturday 
between the committee of companies 
writing liability insurance and the com- 
mittee of Insurance Commissioners 





which was called for the purpose of 
evolving some revision of the loss re- 
serve law, developed the interesting 


fact that all the company men with ones 
exception were unanimous in favor of 
a modified form of law. The one ex- 
ception was Actuary S. Herbert Wolfe, 
who while on the committee as repre- 
sentative of one of the small new mu- 
tual companies, has in the past done 
considerable work for various State in- 


surance departments as an examiner. 
Also, Mr. Wolfe was one of the men 
who framed the present reserve law, 


which is found to work out unsatisfac- 
torily. 
eo * * 

Separating Country From City Hazard 

The suggestion of the State Superin- 
tendent of Insurance for a new plan of 
rating automobile liability risks with a 
view of separating the city and country 
hazard, did not meet with an enthusi- 
astic reception from either underwrit- 
ers or brokers. Those who have studied 
the suggested plan are disposed to pre- 
dict that it would result in even great- 
er dissatisfaction than the present sys- 
tem. One broker pointed out that if an 
assured who lived and garaged his car 
iv say, White Plains, and, desiring to 
make occasional trips into New York 
City, paid for the rider extending the 
coverage to protect his liability while 
in the city, he could justifiably claim 
discrimination because of being charg- 
ed the same for a less risk than that of 
the assured who takes his car into the 
city practically every day. The sug- 
gestion that such additional coverage 
when secured by rider for which the 
difference between the country and 
city rate be paid, be cancelled at short 
rates, is also a point to which objection 
has been raised. The general sentiment 
among the brokers is that if such a sys- 
tem be established the cancellation 
should be on a pro rata basis. 

~ a 


Hamburg-American Bonds 
The bonds for the Hamburg-Amer- 
ican conspirators were executed by the 
United States F. & G. 
* * > 


Auto Rates Lowered 

The new automobile rates inaugurat- 
ed by the Automobile Conference this 
week become effective January 1. The 
on most classes are lower, and 
automobile underwriter expressed 
his opinion to The Eastern Underwriter 
that the new rates have a tendency to 
make it more difficult for the smaller 
companies to cut the rates as they 
have heretofore and still make a profit 
cn the business. The new schedule 
has a number of changes in the meth- 
eds of rating different classes of cars, 
and the accompanying set of rules is- 
sued by the conference with the sched- 
ule sets forth in detail the various 
changes to be observed. 


rates 


an 


DOCTORS’ DEFENSE RULING 

Reversing the opinion given last year 
by former Attorney-General Timothy 
S. Hogan, the present Attorney-Gen- 
eral, Edward C, Turner, has transmit- 
ted to the insurance department an 
opinion holding that the laws of Ohio 
authorize the writing of physicians’ de- 
fense insurance by casualty insurance 
companies. Incident to the opinion 
Commissioner of Insurance Frank Tag- 
gart has ruled that companies writing 
this form of insurance will be required 
te deposit an additional $50,000 secu- 
r'ty with the department of insurance. 
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No Delay 





Incorporated April, 1905 


Hlinois Surety Company 


HOME OFFICE, 134 S. La Salle Street, CHICAGO 


“WE ISSUE SURETY BONDS” 
Liberal:Commissions _ :: 
WRITE TO DAY 


Local Agents Wanted Everywhere 


Attractive Contracts 








Other lines written: — 
erty Damage, Collision, = 


Compensation, General Liability, 


Prudential Sasualty Sn. 


INDIANAPOLIS 
Write for our SPECIAL BONUS OFFER for 

PERSONAL ACCIDENT AND HEALTH producers 
BURGLARY AND PLATE GLASS, Automobile Liability, Prop- 
loyer’s Liability, Public, 
Industrial Accident and Health. 

ASSETS OVER A MILLION 
SATISFACTORY SERVICE TO POLICYHOLDERS AND AGENTS 

REAM, IVES AND WRIGHTSON, Eastern Managers, 
24 BROAD STREET, NEW YORE. 


Teams, Elevator, Workmen 











ACCIDENT AND HEALTH 





New England Equitable Insurance Co. 
BOSTON, MASSACHUSETTS 
INCORPORATED 1901 
PAID UP CAPITAL $1,000,000 


CORWIN McDOWELL, President 
B. J. TAUSSIG, Chairman of the Board 


FIDELITY AND SURETY BONDS 
PLATE GLASS AND BURGLARY 
LIABILITY AND WORKMEN’S COMPENSATION 
AUTOMOBILE PROPERTY DAMAGE 
Efficient Service to Policy Holders, Agents and Brokers 











DEATH OF ANDREW FREEDMAN 


ORGANIZED CAS. CO. OF AMERICA 


One Time Wielded Tremendous 
Influence Among Contractors—His 
Interesting Career 


At 


Andrew Freedman, at one time a con- 
spicuous figure in the surety business 
ot the country, and organizer of the 
Casualty Company of America, died on 
Seturday. at the age of 55, following a 
stroke of apoplexy. At the time of his 
death he was a small stockholder in 
the Casualty Company of America. 


Was 55 Years Old 


In his 55 years he had crowded a 
great many events. A New York City 
boy and aé_e graduate from _ public 


schools and City College, for many 
years he was a chum of Richard Cro- 
ker, the Tammany leader. For four 
years he was the owner of the New 
York National League Baseball Team. 
In business he was a famous contract- 
or, his most important work of the 
kind being connected with the early 
subways. His tremendous acquaint- 
auce with influential politicians and his 
knowledge of contracting led him into 
the surety business, and before he or- 
ganized the Casualty Company of 
America he had been with the Mary- 
land Casualty Co. and the United 
States Fidelity & Guaranty. His con- 
nection with the Maryland Casualty Co. 
resulted in a historic suit against the 
Company. 

Mr. Freedman was first president of 
the Casualty Co. of America, and then 
chairman of the board of directors. 
He doubled the assets of the Company 
before he retired. He was able to 
swing the Hudson Terminal and many 
otier big insurance deals for the Cas- 
ualty Co. of America, and much of the 
business he put on the books is still 
there. 


Mr. Freedman, at the time of his 
death, was a director in many New 
York transportation companies, and 


belonged to more than ten clubs. 





H.GB.Alexander 
PRESIDENT 


UNDER PENNSYLVANIA ACT 

The following ruling of the Pennsyl- 
vania Compensation Board has been 
made: 

“All persons appointed by and on the 
payrolls of a State, county, city, bor- 
ough, township, school board or other 
governmental sub-division of the State 
are employes of such State, county, 
city, borough, township, school board 
or other governmental sub-division of 
the State for the purpose of compen- 
sation. 

“The ordinary private chauffeur, 
while acting as such is engaged in do- 
mestic service within the meaning of 
the law, and is, therefore, not covered 
by the workmen’s compensation act of 
1915. 

“The board rules that charitable cor- 
perations, colleges, hospitals, etc., be- 
ing corporations not for profit, are em- 
ployers within the meaning of the act 
and that if they do not give to their 
employes the notices provided in Sec- 
tion 302 they will be liable for compen- 
sation, under article 3. 

“The board declines to give a ruling 
as to the liability (under Article 2) of 
a charitable corporation which rejects 
payment of compensation (under Arti- 
cle 3) as this question is one for the 
determination of the courts and not the 
board.” 
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Special Talks With Local Agents 

















A keen knowledge 

Be Posted of the _ individual 
Before Making characteristics of the 
An Approach man you wish to 
approach is the es- 

sential factor which must guide you as 
to how best to go about it. If you do 
not know the man personally, get in 
tcuch with some people who do. Learn 
all you can about his characteristics, 
peculiarities and _ sensibilities. With 
this knowledge your path is somewhat 
eased, but your own intelligence must 
guide your exact course, so as to make 
your final approach, if not effective at 
least impressive. A man lays his plans 
according to the scope and grasp of his 
intelligence. While one man may be 
easy to approach and warm up to your 
subject very readily, another may 
prove very difficult, and warm up to 
ycur subject not at all. This recalls 


au old saying, “Spot your man, then 
land on the spot.” I may add, “But 
be careful that you don't get wrecked 


in the landing.” It is far better in the 
lung run to spend weeks or months if 
necessary in determining a stiff pros- 
pect’s point of contact. These are 
some points made by Jacob Frankel, 
of the Pacific Mutual Life. But wheth 
er your man be easy of approach or 
difficult, there is one rule that it will 
pay you to follow, and that is: Carry 
cheer along with you—sound, buoyant, 
wholesome good cheer. It goes a great 
way. It carries with it the germ of 
gladness which spreads and inoculates 
your man. It costs nothing and has 
never been known to harm, so use it 
freely. Wear a look of gladness al- 
ways; it will not contortionize your 
face. Carry with you the appearance 
of prosperity, for a man likes to do 
business with those who are prosper- 
ous, but is always skeptical of the one 


who looks “down and out.” Be sin- 
cere, firm and resolute. Go to your 
man with confident determination. 


Nothing counts for more than mak- 
ing the proper approach. So much de- 
pends on that first impression. Your 
own appearance, the right word to say, 
the right degree of cordiality or re- 
serve, because the moment you stand 
before him, he unconsciously forms an 
opinion of you. If it is not a good 
ore, it hurts you and your proposition, 
and all your arguments may never 
change that opinion. Having decided 
upon the manner of approach, don’t 
falter or show weakness in his pres- 
erce, because no matter how well your 
plan of approach may have been pre- 
pered, by showing weakness of resolve 
you will but exercise the conception 
of a Cicero and the execution of a 
Nero. And, remember the adage, “The 
strong aspire, the shrewd conspire, 
and the weak expire,” which may fit- 
tingly be quoted here. Your personality 
cn first appearance, in fact at all times, 
must carry conviction, and sincerity 
with it, as also firm confidence in your- 
self. This will create a profound im- 
pression on your prospect and help 
voenderfully to win his confidence in 
ycu. So be ever watchful of your per- 
sonality. It is an asset in our work 


which should be husbanded _ very 
earefully. 
* * - 
Having decided to 
H. E. Moore approach a_e cer- 


on tain man with 

Business Getting the intent of in- 

teresting him in 

insurance, you should endeavor to sat- 

isfy yourself regarding certain essen- 

tial points, says Harry E. Moore, of 

the Massachusetts B, & I. Co., in a talk 

to agents. Four of these points fol- 
low: 

Is his business position such as to 
command a fair salary or income, and 
epproximately how much does _ it 
amount to? 

Is his moral reputation and physical 
condition. such as to make him eligible 
to the benefits of insurance? 


Has he a family to support, and 
what proportion of his income does it 
require? 

How much should he be able to com- 
fortably carry and pay for? 

Having ascertained satisfactory in- 
formation on these points, you will 
then proceed to submit to your pros- 
pect a proposition which you feel 
should appeal to him, he continued. 
For remember, you must interest him 


before he will buy. You can’t sell 
him, and interest him afterwards. 
Proceeding upon this theory, you 


readily appreciate how important is the 
manner in which you make your ap- 
proach, and the method employed in 
exciting his curiosity and interest. Too 
much thought cannot be given to the 
preparation of an interesting and con- 
vincing form of conversation which 
will capture attention in the shortest 
possible time. This does not mean 
that you should use the same talk on 
each prospect. To the contrary, suit 
ycur remarks to the circumstances of 
each case, endeavoring in so far as pos- 
sible, to reach one through his most 
vulnerable part. 

Or, possibly your prospect is a man 
to whom you have before appealed, and 
although he is free to concede the 
legic of all your reasoning, at the 
seme time emphatically refuses to 
make practical application to his own 
cuse. He will agree that all you say 
is true, but for the present at least, 
he will not buy. Here, indeed, your 
patience and greatest powers are de- 
manded to determine whether or not it 
will pav you to expend further time 
and effort in attempting a sale— 
whether you have a real prospect or a 
barren hope. 

There is, however, a type of individ- 
ual whose mental attitude is such that 
he will never buy, except as he may 
decide of his own volition, vaunting 
himself that he knows what he needs 
and when and where to buy it. 

There is also the man who has not 
the money to pay for protection, but 
still is too proud to let the truth be 
known. Such men will only waste 
your time and theirs in argument, prid- 
ing themselves in the fact that they 
have been so clever as to mislead you. 

It has been said that three out of 
every five men can be appealed to 
through sentiment—the heart. The 
other two must be appealed to through 
the mind—their reasoning powers. You 


should endeavor to discern to which 
class your prospect belongs, and then 
make a quick decision, shaping your 


appeal accordingly. 
. x ~ 


E. H. Critchett, editor of the Co- 
ordinator, published by the Massachu- 
sctts Bonding & Insurance Co., tells a 
story of a Scotchman who appeared one 
day walking solemnly down the village 
road with both arms held rigidly be- 
fcre him and thumbs pcinting skyward. 
As he drew near the village a friend- 
lv acquaintance accidentally jostled 
him, whereupon Sandy, with great 
wrath, shouted, “Hoot, mon, hoot, mon, 
gang awa’ oot o’ this, I ha’ th’ misure 
o’ th’ dure.” 

It developed that there had been a 
“wee bit fracas” at Sandy’s house the 
night before, in the course of which a 
door had been demolished, and he was 
on the way to the carpenter’s to order 
a new one. 

The carpenter’s plight at being or- 
dered to fit a door according to meas- 
urements thus carried can well be im- 
agined, but it is not unlike the quan- 
daries in which some agents often 
place home office underwriting depart- 
ments. Incomplete specifications when 
applying for bonds or policies are a 
prolific source of trouble and delay. 
Bonds are applied for without any in- 
dication of the desired date of effect, 
and when, as is customary in such 
cases, the effective date is made coin- 





W. E. SMALL - 


A Strong Casualty Company 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 


MACON, GEORGIA 


Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 


President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec 








GENERAL ACCIDENT 
FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 100 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








HEAD OFFICE 
CHICAGO 


F. W. LAWSON 
General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 





THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 








Liability 
Burglary 
Surety Bonds 








Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company of Uinerica 


Home Office: 68 WILLIAM STREET, NEW YORK 


Accident 
Disability 


Plate Glass 








cident with date of execution, the bond 
is often returned to be changed in this 
respect. Or a contract bond may be 
applied for without copy of the con- 
tract; a burglary policy without sched- 
ule of property to be covered; an auto- 
mobile policy without detailed descrip- 
tion of the car; or an accident policy 
may be applied for where some physi- 
cal defect is-shown, but not enough in- 


formation is given on which to deter- 
mine whether a rider is necessary or 
acceptable waiving liability for further 
injury to the defective part. 

These omissions, and a dozen or 
more besides of similar nature, which 
are of more or less common occurrence, 
make it necessary to write for more 
ecmplete information causing much 
trouble and delay. 
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American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 

















A District Agency Open in one of the Most Prosperous Sections 
ef the United States. Will Consider Applications From First- 
class Men Only. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 





A CORRESPONDENCE COURSE OF 
INSTRUCTION IN LIFE INSURANCE 

















Among the many advantages enjoyed 
by representatives of The Equitable Life 
Assurance Society of the United States 
is a Correspondence Course of instruction 
dealing with the fundamentals of life 
underwriting and the practical side of 
field work. 


While the Regular Course of 27 Lessons 
and Official Answers are _ reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 


Address: 
Correspondence Course Bureau 


The Equitable Life Assurance aed 


OF THE UNITED STATES 
P. O. Box 555 
New York City 














PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GLO, C,. MARKHAM, President 


INSURANCE IN FORCE, $1,365,299,749 


SATISFIED POLICYHOLDERS to the number of 11,613 (out of 43,541 
applicants) applied for $54,587,290 of additional insurance in The 
Northwestern during 1914. 

NORTHWESTERN POLICIES are easiest to sell and stay longest in force. 

Mortality 55.87%. Interest 4.97%. Expense 10.53%. 

AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Before Selecting Your Company ‘Large Dividends ”’ 








Income Insurance 


. Write to 
Corporation Insurance H. F. NORRIS Low Cost 


Partnership Insurance Superintendent of Agencies Service Policy 
Milwaukee, Wisconsin 




















Insurance Company of North America 
PHILADELPHIA, PA. 








Marine 


F ire and Inland 
‘ . ‘ Za ‘Transportation, 
and Tornado Ly E Motor Boat, 
Rent, Lease, Use  \\ : Tourist Floater, 
; Automobile 
and Occupancy a ses » Floater, Parcel 
ee : Post 








EUGENE L. ELLISON, President 


BENJAMIN RUSH, Vice-President 
T. HOWARD WRIGHT, Sec’y and Treas. 


JOHN O. PLATT, 2nd Vice-President 
SHELDON CATLIN, Ass't Secretary 

















State Mutual Life Assurance Co. 


-OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 


BURTON H. WRIGHT, President 
January 1, 1915 
Assets $46,516,911.00 
Liabilities 43,315,986.56 





Surplus (Mass. Standard) 3,200,924.66 
INSURANCE IN FORCE $179,895,636.00 


Substantial gains made in all departments. 

New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all policies share. 
Occasionally we have an opening. 


EDGAR C. FOWLER 


Superintendent of Agencies. 








Capacity For Local Agents 


You can use our capacity as your own to take care of additional bus.ness 
beyond the capacity of admitted Companies. 


diate binders 





Our capacity is as high as $150,000 on a single risk with i 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


19 Cedar St. 1015 California St. 314 Superior St. Nicollet Ave. 
NEW YORE DENVER borure INNEAPOLIS 


Ford Bld 17 St. John St. 23 Leadenhall St. 
DETROI MONTREAL LONDON 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 




















